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YOUR PROFITS, GENTLEMEN! 


ally advertised merchandise in their store are 


Eveready Packaged Electricity! The idea 
is dramatic and interesting in itself. The 
present poster-type series of Eveready adver- 
tisements shows just what a remarkable form 
of condensed power or light these fast-selling 
little cylinders are. For Eveready Batteries 
are no less than packages of concentrated 
energy. And the public wants these handy, 
clean cylinders of light and power. They 
want the economical packaged power of the 
flat cell Eveready Layerbilt “B” Battery for 
their radios. Dealers who display this nation- 
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surprised how it sells. 


Tune-in the Eveready Hour Tuesday eve- 
ning. Broadcast over a national hook-up of 
30 N.B.C. stations from WEAF, New York. 
Consult the radio-page of your local news- 


paper for station and time of broadcast. 


NATIONAL CARBON COMPANY, INC. 
General Offices, New York, N. Y. 


Branches: New York Chicago Kansas City San Francisco 


Unit of Union Carbide and Carbon Corporation 
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SPECIALIZATION 
will be the theme in the April 
issue of THE JoBBER’s SALES- 
MAN. And, it will confine 
itself to that subject so far as 
the electrical contractor is con- 
cerned. Surveys recently made 
by this company indicate that 
the successful electrical con- 
tractor is specializing on one 
or more types of installations 
—one will be an expert on 
ventilation, the next on mo- 
tors, a third on lighting and 
so on down the line. 

It is to the interest of every 
jobber’s salesman in the indus- 
try to study the suggestions 
which will be made in the 
April issue as to how their 
contractor customers can be 
taught to specialize and, ob- 
viously, such teaching will 
reflect itself in increased, 
profitable volume for the sales- 
man. 
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Here is another feature that is 
making Unilets easy to sell! 


Read this story and 
then tell it to your 
customers. 


Plenty of Room! 


The inside of an Appleton No-Thread 
Unilet body is “‘roomy’’—due to its rec- 
tangular shape, flat bottoms, and the use of 
malleable iron which makes thinner walls 
possible, and yet gives greater strength 
and lighter weight. This gives a maximum 
of available wiring space—makes the job 
easier to handle—and saves timeand money. 


Other features of Appleton No-Thread 


Unilets are: Cadmium coated rust-resist- 
ance surface, lower wiring costs, a vise- 
like grip that holds the conduit firmly, 
ductility and withstanding of vibrations 
due to special heat treating process. 


Our new general catalog has complete in- 
formation on Appleton No-Thread Uni- 
lets, as well as the entire Appleton line. 
Send for it today. 


Appleton No-Thread Unalets are listed as standard by Underwriters’ Laboratories in ¥4-inch to 4-inch sizes, inclusive 


SOLD THROUGH JOBBERS 


APPLETON ELECTRIC COMPANY 


1734 Wellington Ave., 


New York—150 Varick St. 


San Francisco—655 Minna St. 


APPLETON 


No-Thread Malleable 


UNILETS 


Reg. U. 8. Pat. Of. 


The Original Threadless Conduit Fittings 


Chicago, U. S. A. 


Los Angeles—340 Azusa St. 
Seattle—628 Railroad Ave. 


APPLETON ELectric CoMPANY 
1734 Wellington Avenue, Chicago 


Gentlemen: 


Please send us a copy of New Revised Catalog on Unilets and 


Conduit Fittings, together with prices. 
nn gees: teks 


Address 
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NATIONAL ELECTRICAL SUPPLY CO. 


F. W. White, Treas. 


HE National Electrical Supply Co., 

Washington, is a successor to the 

old firm of Royce & Marean. 
Messrs. Royce and Marean started this 
business in a small room located between 
14th and 15th Sts., on Pennsylvania Ave., 
in the year 1870. Due to the activity of 
these two men the business soon outgrew 
these quarters and they moved into an 
establishment consisting of a room and 
basement 18x40 feet in size. 

The company operated from this loca- 
tion for 10 years and then moved to the 
adjacent building having a first floor and 
basement 22x60 feet. It was only a short 
time until this space became inadequate 
and they moved to 1423 New York Ave., 
occupying a three-story building 25x90 
feet. 








E. C. Graham, Pres. and Gen. Mgr. 





E. M. Graham, Ass’t to Pres. J. E. Mayfield, Sec. 


It was while at this location that through 
the efforts of E. C. Graham, the National 
Electrical Supply Co. was organized in 
1899. The new corporation took over the 
entire business of the old organization. 
The assets at that time totaled $25,000. 
The company has grown constantly until 
today the net assets including real estate, 
total approximately $1,000,000. 

At the present time the company occu- 
pies more than 75,000 sq. ft. of floor space 
and serves the territory of Washington, 
D. C., the adjacent part of Maryland, 
Virginia, the eastern section of W. Vir- 
ginia, and the Carolinas. The Carolinas 
are served by an active branch house 
located in Greensboro, N. C. At the 
present time there are 250 employees in 
the service of the organization. 
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Sell more Outlets! 


|* raat your contractor customers of 


the importance of selling more con- 
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venience outlets. Their installation means 


increased sales of wiring products and en- 





courages the purchase and use of more 
WIRING PRODUCTS 
appliances. 


Rubber-covered Wire 
Flexible Cords 
ABC Armored Cable 
Durax Sheathed Cable real economy of time and effort for the 


Every new home and almost all old homes 


are prospects. Adequate wiring provides 


Duraduct Loom consumer. Electric service can never go far- 


Duracord Heavy-duty Cord : ‘ ‘ 
owe ther than the wires which carry it! 
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Sell more convenience 





outlets! 


Anaconda safeguards quality from mine to 
consumer— provides a nationwide service, 


prompt, dependable, complete. 











ANACONDA WIRE & CABLE COMPANY 
General Offices: 25 Broadway, New York 
Chicago Office: 111 West Washington Street 
Sales Offices in Principal Cities 
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Plenty 0f AMOS 


Like Amos of the famous ‘* Amos and 
Andy’’ team the radio industry 1s 
now functioning with caution—a 
caution which promises a good 


year ahead 


Federation of Radio Associations and the sec- 

ond annual convention of the Radio Whole- 
salers Association was held at the Statler Hotel, 
Cleveland, February 10 and 11, 1930. 

On Sunday, preceding the convention, the boards 
of directors of both organizations held meetings in 
the Statler Hotel and outlined the activities for the 
conventions. Several committees also held meetings 
and prepared their final reports before 
presenting them to the meetings. 

On Monday morning the meeting was 
officially opened by President Michael 
Ert. Howard J. Shartle, vice-president 
of the Ohio Radio Trades Association, 
the official host, presented an address of 
welcome, President Ert delivered the 
President’s address, and Executive Sec- 
retary-Treasurer H. G. Erstrom gave a 
report of the activities of the executive 
offices during the past year. He reported 
the growth of membership of local asso- 
ciations from twenty-two to forty-two 
as well as the various booklets, pam- 
phlets and surveys that he has under- 
taken on behalf of the association. The 
executive secretary-treasurer has trav- 
eled extensively during the past year 
and visited many cities where he was 
instrumental in organizing local Radio 
Trade Associations. 

A meeting of the Radio Wholesalers 
Association was called to order by vice- 
president J. Newcomb Blackman, who 


, XHE fourth annual convention of the National 








J. Newcomb Blackman 


President, National Federation of Radio 


told the work the association was 
engaged in and the benefits to be 
secured by becoming a member in 
helping the group establish itself. 
Mr. Blackman took the chair because 
of Peter Sampson, president, being 
called to Chicago on account of sud- 
den serious illness of Mrs. Sampson. 
Following Mr. Blackman’s discussion, 
executive secretary-treasurer H. G. 
Erstrom of Chicago presented the 
report of the executive officers. He 
reported the culmination of several successful activi- 
ties, such as the tube situation and the reduction in 
freight rates which will be effective withn the next 
sixty to ninety days. He told of the assistance that 
had been given to many members individually, as 
well as to many associations, and of the close cooper- 
ation existing between the executive office and the 
Radio Manufacturers Association. He reported an 
increase in membership despite the recent stock fluc- 
tuation and its marked 
effect on radio wholesal- 
ers, of from one hundred 
fifty members a year ago 
to approximately two 
hundred twenty-five at 
the time of the meeting. 
Full publicity accounts 
of the activities of the 
Association have been 
carried in nearly all of 
the trade papers so that 
the radio industry has 
been well informed con- 
cerning the activities of 
the group. 

Following the report of 
Mr. Erstrom the meeting 
was opened for round- 
table discussion, which 
brought out very impor- 
tant facts concerning 
credit control between 
the wholesaler and re- 


Associations tailer. The city of Cleve- 
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land has developed a very fine system 
of credit control and the wholesalers 
in several of the cities are planning on 
instituting a similar method in their 
localities. 

The afternoon session of the associ- 
ation was devoted to a “down-to-facts” 
discussion of wholesaler problems. A. 
E. Reutner of St. Louis explained a 
standard cost accounting system which 
is now being used in many associations 
and it is being inaugurated by many 
wholesalers for their own retailers. 

Harry Alter, chairman of the set 
committee, presented three very com- 
prehensive papers on the recent survey 
conducted by the executive office on 
merchandising conditions; these re- 
ports were unanimously approved. 

Following the discussion of the 
report of the set committee the associ- 
ation went unanimously on record as favoring a plan 
of gathering and compiling monthly statistics cover- 
ing sales and inventory in both dollars and units. 
Also the forecast figures for the following three 
months, approximate sales in dollars, would be asked 
for. The purpose of this survey would be two-fold, 





first: it would be of tremendous value to members of 
the Radio Manufacturers Association so that they 
would be in a position to judge the markets and 
know actual conditions and in this way would not 
have a tendency to over-produce. Second: it would 
provide wholesalers with reliable statistics of the 


monthly sales 
and _ inventory 
figures in a sum- 
marized form of 
all its members. 
With such infor- 
mation wholesal- 
ers would be able 
to judge whether 
their sales were 
keeping abreast 
with national 
sales organiza- 
tions and, in 
addition, these 
figures would en- 
able them to bet- 
ter their future 
commitments. 

The executive 
offices were au- 
thorized to start 
this monthly sur- 
vey immediately, 
making it retroactive as of January 1, so that com- 
plete figures for the year 1930 would be available. 

A. C. Forbes presented a complete report on the 
activities of the accessories committee suggesting 
that wholesalers should contact their retailers in 
order to call attention to selling such accessories as: 
extra loud speakers for every radio set sold; portable 


Michael Ert 
Past President, National Federation 
of Radio Associations 
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radios; electric reducers; furniture cabinets; insula- 
tors; electrifiers; home wiring and other radio instal- 
lations make good accessory conditions to every 
accessory business. 

The association went officially on record as endors- 
ing the Capper-Kelly Bill which is new before Con- 
gress. This bill carries the endorsement of the 
American Fair Trade Association as well as nearly 
every other national association. Every radio whole- 
saler is requested to ask his Congressman and Sena- 
tor to sponsor the passage of this bill to protect the 
resale value of merchandise. Further discussion 
brought out various codes of ethics for advertising 
that is now being used in many cities to promote the 
sale of legitimate merchandise. 

The report of the traffic committee by Francis B. 
Stern was read by Mr. Erstrom as well as the report 
of the membership committee by H. C. Bonfig. 

The Tuesday morning session was given over to 
the discussion of the tube committee report and other 
matters such as special rates on the auditing of 
freight bills and special information concerning the 
Wm. J. Burns International Detective Agency’s 
service for radio wholesalers. 

The election of directors was held at this time with 
the new directors adjourning immediately following 
the meeting to elect officers for the coming year. The 
following officers were unanimously elected for the 
Radio Wholesalers Association for 1930: Harry 
Alter, president, Harry Alter Co., Chicago; J. N. 
Blackman, vice-president, Blackman Distributing 
Co., New York; Fred Wiebe, vice-president, Brown 
& Hall Supply Co., St. Louis; Ray Thomas, vice- 
president, Ray Thomas, Inc., Los Angeles; James 
Aitken, vice-president, Aitken Radio Corp., Toledo; 
Howard J. Shartle, secretary, Cleveland Talking 
Machine Co., Cleveland, and Robert Himmel, treas- 
urer, Hudson-Ross, Inc., Chicago. 

The following comprise the complete board of 
directors of the Radio Wholesalers Association: 
Francis E. Stern, Stern & Co., Hartford; Charles 
Gomprecht, MacGregor Radio Corp., New Haven; 
Charles D’Elia, D’Elia Electric Co., Bridgeport; 
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Louis Buehn, Louis Buehn Co., Philadelphia; David 
Goldman, No. American Radio Corp., New York; 
J. N. Blackman, Blackman Distributing Corp., New 
York; Howard Shartle, Cleveland Talking Machine 
Co., Cleveland; James Aitken, Aitken Radio Corp., 
Toledo; G. N. Provost, Doubleday-Hill Elec. Co., 
Pittsburgh; French Nestor, French Nestor Co., Jack- 
sonville; Calvin H. Marcus, Lampton-Crane & 
Ramey Co., Louisville; S. Goodman, Woodhouse 
Electric Co., Norfolk, Va.; C. C. Mathews, Capitol 
Electric Co., Indianapolis; W. H. Roth, Radio Spe- 
cialty Co., Milwaukee; D. W. Burke, Radio Dis- 
tributing Co., Detroit; Robert Himmel, Hudson- 
Ross, Inc., Chicago; Harry Alter, Harry Alter Co., 
Chicago; L. T. Johnson, Kimberly Radio Co., 
Chicago; H. Harger Blish, Harger Blish, Inc., 
Des Moines; Fred Wiebe, Brown Hall Supply Co., 
St. Louis; H. C. Bonfig, Sterling Radio Co., Kansas 
City; F. W. Hornung, Strevill-Patterson Hdw. Co., 
Salt Lake City; Ernest Ingold, Ernest Ingold, Inc., 
San Francisco, 
and Ray Thomas, 
Ray Thomas, 
Inc., Los An- 
geles. 


Following the 
individual meet- 
ings held of the 
Retailers and the 
Radio Wholesal- 
ers Association, 
the open conven- 
tion reconvened 
at 2:30 P. M. on 
Tuesday after- 
noon for a dis- 
cussion ofthe 
accomplishments 
of the conven- 
tion. Harry Alter 
opened the meet- 
ing with a report 
on the activities 





Harold J. Wrape 
Past President, National Federation 
of Radio Associations 
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Over 400 Attended the Luncheon of the 
N. F. R. A., and R. W. A., the Largest 
Group Ever Assembled Under the Feder- 
ation’s Banner. 


of the Radio Wholesalers Association 
during the past two days and the 
optimism which prevailed during the 
meeting concerning the prospects for 
1930 both in a business way and as 
regards the association. 

H. M. Steussy, chairman of the 
retailers’ group, presented the report 
of the retailers’ meeting. He stated 
that the retailers were looking forward 
to 1930 as being an outstanding year in 
the radio industry and assured the Fed- 
eration of their hearty support at all 
times. 

Harry Cory made the report of the 
Trade Press Conference and requested 
membership in the National Federation of Radio 
Associations for the Radio Press Association which 
was unanimously approved. 

H. J. Shartle made the presentation speech for a 
beautiful marble 
desk set which 
was presented to 
Michael Ert, 
president, in 
token of his 
work during the 
past year. 

Immediately 
following the 
election the 
board of direc- 
tors met for the 
purpose of elect- 
ing officers for 
the coming year 
and the follow- 
ing officers were 
elected: J. N. 
Blackman, presi- 
dent, Blackman 
Distributing Co., 
New York; 
Harry Alter, 
vice-president, Harry Alter Co., Chicago; Henry M. 
Steussy, vice-president, H. M. Steussy, Inc., Milwau- 
kee; Fred Wiebe, vice-president, Brown-Hall Supply 
Co., St. Louis; Robert Himmel, treasurer, Hudson- 
Ross Co., Chicago, and Harry Cory, secretary, N. W. 
Radio Trade Ass’n, Minneapolis. 

In opening the meeting of the radio retailers, 
chairman Henry M. Steussy of Milwaukee made a 
very splendid address on the purpose of the meeting 
and the business outlook for every radio retailer. 

The Monday luncheon for the National Federation 
of Radio Associations and the Radio Wholesalers 
Association attracted over 400 to the grand ball 
room, the largest group ever assembled under the 
Federation’s banner. The (Turn to Page 64) 
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building industry through group organization has 

just been announced by the National Association of 
Credit Men. The major features of interest to electrical 
industry follow: 


atten es 1. Group Organization :—While the interchange reports 
aed ieaaeintaliniminaas will be available to all interested members, suppliers to each 

_ section of the construction industry will organize locally as a 
group and set up their own definite methods, as is now being 


— ‘on eon sata: done by the Chicago electrical jobbers. 

2. Monthly Credit Period Reports :—In group operation, 
it has been definitely determined, this important function is 
facilitated by the following procedure: 


Payment on deferred account 


Due 





Was not paid 






































CONFIDENTIAL REPORT ‘ F ° . . 
ELECTRICAL TRADE DIVISTON Z (1) Each group shall accept a definite period of time from 


THE CHICAGO ASSOCIATION OF CREDIT MEN 
the date of invoice to be known as the Credit Period. 


2 (2) On an agreed date each month, each member shall file 
avoness | sur. |avc. | uty |prron | prsrosiTz0nl with the association, on forms to be provided for that pur- 
i pose, a schedule of accounts then owing and unpaid within 

the specified credit period. Said schedule will include the 


N Pe ° 
y crepit ME P| name and address of the debtor and the amount owing. 


seo ct ATION Cieion : 
FORM 4 uicaGo se ; 3) N inflexibl ] hould b . ked ll 
THE euect a mas (3) No inflexible rule s ould be invoked to govern a 
accounts reported. Extenuating circumstances or conditions 
over which the debtor has no control may tend to mar an 
otherwise spotless credit record. Every consideration the 
debtor merits should be shown. On the other hand, the con- 
dition of the financially irresponsible debtor, the chronic de- 
faulter and credit crook should be disclosed. 


DATE 











(4) Upon request of an interested credit, the association 
will communicate with any debtor whose name appears up- 
on the Monthly Credit Period Report as delinquent, urging 
satisfactory performance and inviting the opportunity to 
meet and counsel with him. 

This procedure is followed by a meeting of the group on a 

FORM 5, nent specified date each month. At these meetings the Consoli- 

ELECTRICAL TRADE Sree on dated Credit Period Report of the group, and the information 

THE CHICAGO ASSOCIATION OF CREDIT MEN developed in connection therewith, is brought before the 
HEARS ON eR gs group at interest for action. 





ADDRESS 3. Construction Reports :—These are to be issued to the 
contractors and subcontractors to guide them in granting 
credit to owners or builders. This is the first time a credit 
agency has set up an effective program for helping contract- 
ors to steer clear of improperly or poorly financed projects. 
Constuction reports will include the following information: 


(1) Real estate transfers, liens, and mortagages. 
(2) Real estate appraisals. 
(3) Financing. 
(4) Estimated cost of construction. 
(5) Contract awards. 
(6) Terms of payment. 
(7) And other information as to owner, architect, builder, bonds 
Type of Forms Used by N.A.C.M. and insurance. 


BLUE PAPER 


To be distributed twice a week 
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CONTROL PLANS 





National Electrical Credit 
Association 


On these pages are presented the credit control 

plans as developed by the two Assoctations 

specified. No attempt 1s made here to 
comment editorially on either plan 


HE special service now projected will be rigor- 

ously limited to members of the N. E. C. A. and 
will closely follow the lines of the regular service. In 
brief the procedure will be as follows: 


1. The local Chapter determines the time when 
past due accounts shall be reported. For example, 
assume that the Chapter decides that between the 
first and the fifteenth day of each month members shall 
report all accounts thirty days or more past due at the 
end of the preceding month. 


2. Each member at the designated time reports to 
the Regional Director, or other duly appointed con- 
fidential agent of the Electrical Credit Association, 
on Form No. Cl, all accounts which, according to 
the member’s own individual terms on file with the 
Association are thirty or more days past due. Form 
No. Cl contains the names and addresses of the 
debtors, the amounts alleged to be due, 


No. C6, which is then mailed to the members. In the 
Special Service, a special Form No. C6 will be made 
up for each local Chapter and will be mailed only 
to the members in good standing of that particular 
Chapter. 


7. If payment is received from debtor after pub- 
lication of his indebtedness on Form No. C6, the fact 
of such payment is reported on Form C7, and en- 
tered by the Association on its Master Record which 
is available to Chapter members at all times. 


Form No. C6 gives the credit information which 
enables each member to safeguard his credits. The 
other forms and procedures are necessary to assure 
complete justice to the debtor and to protect the 
members against disputes and difficulties that might 
result from hasty and possibly unfair action. 





aged by months, and terms of credit. 





Names should be arranged alphabetically. 


3. The Association then notifies the 
debtor .of the alleged indebtedness on 
Form No. C2, and requests him to advise 
the Association within five days of the 
justice of the account. 


4. At the expiration of seven days 
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from date of Form No. Cl, the member oo: daraeuma aia ay oe ee 
notifies the Association on Form No. C5, ger ee 4 
that the account remains unpaid, or of any + -cooPERATIVE CREDIT SERVICE sates 
payments made. ee eee 

5. Upon receipt of Form No. C5, SSS ass 

ae thea Sree ae oS rom 

Forms Cl and C5, and any correspondence = —lolanien | ce 
from debtor, are submitted to the Board ae ag mez oe kg eS ae 
of Directors of the Association or to the es nmr 
Executive Committee of the Chapter and Fe ror natn ans 
are carefully passed upon. ee rhea 

6. Upon approval by the Directors, or — —— . 2H 
Executive Committee, the names and ad- et 
dresses of the debtors and amounts due, Type of Forms Used Sst Teer 
aged by months, are published on Form by N.E.C.A. 
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SALESMAR'S WEEKLY RECORDS 


SELLING 





WEEK ENDING 


DATE OF LAST JOURNEY 
OS SAME GROUND 





COST OF GOODS SOLD 
COST OF GOODS 
RETURNED 


TOTAL SALES 
GOODS RETURNED 
DURING WEEX 


NET SALES NET COST 


COSTS 























GROSS PROFIT $ 


PERCENTAGE OF 
GROSS PROFIT 
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CORRESPONDING FIGURES FOR LAST JOURNEY ON SAME 
GROUND 








the departments concerned and the original order 
sheets are retained in the office filed in numerical 








Form 1. This Card Gives a Weekly Record of the 
Salesman and His Efforts. 


tionally. A good gross profit is added to the 

cost of manufacturing and net profits are 
blindly expected to come from this difference between 
cost and selling price. Whereas actually, total selling 
costs vary almost as greatly as do manufacturing costs 
—in fact the ratio of selling cost often varies inversely 
to the cost of manufacturing. 

Selling costs therefore should be figured as accurately 
as manufacturing costs. Otherwise valuable time and 
energy may be wasted in selling lines of goods which 
do not show an adequate profit, no-profit lines may be 
pushed by thoughtless salesmen, in order to make a 
good showing, where high-class goods might be sold; 
selling expenses on particular goods may be excessive 
on the volume of trade done; such points can only 
be perceived by the management and the faults reme- 
died when a reliable system is in operation for sum- 
marizing selling costs. 

In the average business the cost of selling may be 
divided broadly into: 1. Traveling salesmen; 2. Agen- 
cies; 3. House orders; 4. Overhead expense. 

It is important that each of these selling costs be 
kept separate and up to date. 

Each day as the orders are received from salesmen 
the invoice amounts are worked out by clerks in the 
office and the selling costs inserted in order to obtain 
the total selling price and the total cost price of each 
customer’s entire order. Copies of orders are sent to 


N and then goods are sold at a loss uninten- 
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order. 

A separate file is kept for each salesman. The 
results thus obtained are then entered on the 
salesman’s weekly record (Form I). 

This card places on record a summary of orders 
obtained during the week, shows the invoice values, 
total cost of selling the goods, and a list of new accounts 
opened. The salesman’s salary and expenses and a 
record of percentages are entered on the back of the 
card (Form II). 

The figures for the last corresponding trip are also 
entered in order to make comparisons. The information 
thus obtained is summarized monthly and entered on 
the summary card (Form III) which gives the annual 
totals. 

Figures for the previous year are also entered month 
by month. For convenience these are inserted in red 
ink above the current figures. It is an advantage to 
total the figures in pencil from month to month so that 
the results obtained by a salesman for any period of 
the year are instantly available, together with the cost 
of obtaining the orders and the percentage of gross 
profit and expenses. 

Particulars in regard to agencies are recorded in 
about the same way, column for expenses including 
agent’s commission. 

House orders or sales made at head-quarters to visit- 
ing customers are recorded under the headings of the 
different house salesmen. A separate card is kept for 
each individual salesman, as illustrated (Form IV). 

Here again, figures are inserted in red ink for the 
corresponding period of the previous year, and the 
monthly figures shown on the salesman’s cards are 
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A simple card record system 
such as 1s shown here 1s essen- mu 
tial for checking selling costs mm min 
- a STOCK LINES 
summarized for the purpose of obtaining month by 
month total house sales in each department. Other pope dora 
necessary details shown on the cards of traveling sales- aia 
men and agents are added. The totals of departments 
selling expenses for the og co aes sapere ore 
month are entered on the TRAVELER'S AME = 
10nthly sales record. 
es Henge — com- ae sums} | Porrt JS | coumcssios) “¢ fuwerisixe | Form 2. This Form, on the 
oo. sg Back of Form 1, Gives the 
mon error in arriving at JANUARY Cost of Selling. 
the complete selling cost is PREGUARY 
failure to properly figure oe ing cost. Failure to figure 
in all overhead selling — ae all overhead expenses will 
penses. This not only in- po sometimes explain an other- 
cludes the sales manager’s yur wise unaccountable lack of 
salary and expenses and poe profits. 
cost of his immediate office S271 ROE Total sales and selling 
force, including rental on — costs stated departmentally 
>" ean. and by individual salesmen 
and agents, each with the 
ghia Form 3. This Card Com- _ figures for the correspond- 
— pletes the Record of ing period during the pre- 
Sa] om ose e=] meee] P| Lee cath nu2y vious year are entered 
Sales. above the current figures 
re in red ink, showing total 
FEBRUARY . 
os increases and decreases at a glance. These are placed 
—— — before the sales manager monthly to keep him in touch 
Bees with sales results and selling costs, and thus he can 
son " readily locate weaknesses. 
=— Thus valuable data is obtained upon which to base 
OCTOBER ° . 
anima future policy, and any leakage can be stopped quickly. 
ena By carefully watching the figures selling costs can 
TOTALS gradually be reduced until the most economical basis 
is reached. 
. In addition to this, every three months a list of the 
Form 4. This Card Keeps a Record total business transacted with each customer was pre- 


of Orders or Sales Made at Headquar- 
ters, Under the Headings of the Differ- 
ent House Salesmen. 


the office space he uses, but also all the clerical cost 
of maintaining records of the sales department and 
so on. This total overhead expense, which does not 
vary much from month to month, is apportioned against 
each salesman and each department according to the 
amount of total sales. For instance, if total sales in all 
departments for the month are $100,000 and the total 
overhead expense including everything above suggested, 
is $1,000, then one per cent of the total invoice of sales 
in each department and for each salesman is added for 
indirect expense to the direct selling cost. If sales in 
one department or of one salesman should equal $10,000 
for the month, $100 must be added to his direct sell- 
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pared in tabular form with the sales of the previous 
quarter or of the corresponding quarter of the previ- 
ous year shown at the side. Where a large decrease 
or gradual lessening of sales made in certain customers 
is noted, the cause is ascertained by a personal visit, 
if necessary, and the fault remedied before it gets 
serious. This idea of guarding against decreasing 
accounts together with the idea of keeping selling costs 
down to bed rock as well as manufacturing costs, is a 
solid three-cornered foundation that ought to find uni- 
versal application in business. 


Editor’s Note: You will find on the next page an article 
on “Selective Selling.” This subject, and that of “Selling 
Costs,” are so closely allied that every executive should 
give serious study to them. 

It is the purpose of THE JoBBER’s SALESMAN during 9930 to 
drive home these two subjects consistently so that the entire 
electrical wholesaling industry may be awakened to the necessity 
for installing practical methods of keeping track of these ex- 
tremely important factors of its business. 
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Selective Selling means 


BIGGER 
PROFITS 


The most important problem 
facing the electrical wholesaler 
1s that of selective selling 


cessity for clever electrical wholesalers giving 

serious consideration to the subject of selective 
selling. It seems that jobbers in general have sud- 
denly come to a realization of the fact that large 
volume is not necessarily accompanied by satisfactory 
profit. Those interested have in several instances 
made “case studies” of the situation and their results 
are such as not to be overlooked by every progressive 
wholesaler. 

In a recent issue of Class and Industrial Marketing 
several such cases were cited. For instance, it was 
found that a store in Louisville, Ky., whose pur- 
chases averaged $7 per day had its patronage solic- 
ited by wholesalers and manufacturers at a total cost 
of $7.50 per day. It was pointed out in this particular 
case that 100 per cent distribution seemed to be the 
goal of the wholesalers and manufacturers with little 
or no thought being given to fruitlessness of the effort. 

That is one of the errors frequently committed by 
electrical wholesalers. They strive so hard to secure 
100 per cent distribution, they overlook the fact that 
in doing so they are only padding their books with 
undesirable and unprofitable accounts. 

Startling figures will be secured by any wholesaler 
who takes the time to analyze his business. A case 
reported in the same article resulted in showing that: 
“35% of the customers purchased less than $100 per 
year; 18% bought between $100 and $200; 12% were 
in the $200 to $300 group; 10% were buying from 
$300 to $500; 14% were in the $500 to $1,000 class, 
and 11% bought more 
than $1,000 worth of 
goods per year. 

“To sell those who 
bought less than $100 
a year—they comprised 
35% of the total cus- 
tomers and accounted 
for only 3.7% of the 
sales volume—cost 88% 
of the selling price for 
salesmen’s salary and 
expenses alone. Add 
the pro rata share of 
sales supervision ex- 
pense and the cost of 
handling and _ billing 
the orders and _ it 
would have been cheaper to have given the goods 
away than to sell them. 

“For the classification of customers the cost of 
direct selling was for the $100 to $200 group 25%; 
$200 to $300, 16%; $300 to $500, 10%; $500 to 
$1,000, 514%, and above $1,000, 2%%. 

“The average cost of direct selling for the business 
as a whole had been 9%—yet that was evidently not 


T= much emphasis cannot be placed on the ne- 
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HE old theory that great volume 

and 100% distribution meant 

success no longer exists. 
place there has developed an appre- 
ciation of the difference between volume 
and profit, an appreciation which has 
resulted in many wholesalers eliminat- 
ing as high as 50% of their customers 
with no sacrifice, and as a matter of 
fact with a material increase in their 


percentage of profit. 


the exact cost of selling any group of customers. It 
came close, however, to being the cost of selling the 
$300 to $500 group. 

“When the management of this concern once found 
out what it actually cost to sell various classes of 
customers it determined to eliminate the unprofitable 
accounts. It entirely stopped selling to all customers 
who bought less than $300 a year. In 
the group which bought from $300 to 
$500 worth it retained those cus- 
tomers who were so located that they 
could be called on easily and_ inex- 
pensively. 

“As a result the selling cost for the 
business as a whole dropped to 434%— 
just half what it had been before. 

“The immediate result was a drop in 
total volume of 23%, which caused no 
misgivings to the enlightened manage- 
ment in view of the fact that a deficit 
was thereby turned into a tidy profit. 

“A somewhat similar study of one of 
the largest manufacturers of a certain 
item sold to industry showed startling 
conditions of profitless sales. 

“Simple arithmetical calculations showed the average 
cost of selling for the business as a whole to be 20% 
in round figures. Again in round figures the average 
cost of selling an individual account was $450. 

“From that it was evident that on a customer who 
bought exactly $2,250 a year the manufacturer broke 
even—no profit, no loss. 

“This concern had 3,715 retail (Turn to Page 70) 
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T HAS been said 
| that your true sales- 

man is born, not 
made. 

I am inclined to take 
exception to this state- 
ment, for I know many 
excellent men on the 
road who did not even 
start in by choosing sell- 
ing as their career. An 
opportunity was offered 
and by perfecting them- 
selves, they have become first class 
salesmen. 

As the title for this discussion in 
THE JopBer’s SALESMAN, I rather 
like this thought of “hands across 
the counter.” 

It signifies a greeting between the 
salesman and the dealer—a good, 
friendly handshake that conveys the 
wholesome attitude of “mighty glad 
to see you.” 

And I am sure that this is just the 
kind of greeting that many electrical 
goods salesmen merit and receive 
when they enter the dealer’s store. 

It’s a wonderful feeling—that of 
the hearty handclasp and it isn’t a 
thing that just happens whenever any 
two individuals meet. There is some- 
thing back of it: 

There is confidence; good will; re- 
gard and business esteem. 

And when this kind of greeting is 
extended by the dealer to the sales- 
man, it may safely be conceded that, 
mutually, they like to do business to- 
gether. 

With some years of business ex- 
perience of dealer viewpoint, I sup- 
pose a discussion of this sort may be 
either critical or constructive. 


That is, there are undoubtedly 
numerous “dont’s” that might arise in 
the dealer’s mind, typical of the 


things he does not like in salesmen 
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A dealer expresses his apprect- 
ation of jobbers’ salesmen 


By ARTHUR VAN VORIS 








and which have been 
practiced on him. Such 
an attitude would not be 
at all helpful and I dare 
say would merely re- 
mind you that dealers, 
too, are far from being 
perfect and have plenty 
of faults of their own. 

I prefer to be think- 
ing of certain instances 
in which salesmen have 
proved very helpful; 
ideas that promote this “hands across 
the counter” theme of good will, con- 
fidence and good fellowship. 


We have maintained an electrical 
and radio department in our hard- 
ware store for a number of years and 
so we are fairly familiar with the gen- 
eral line represented by the electrical 
jobber. 

As an instance of the kind of sales- 
men that dealers like to do business 
with, may I first cite an illustration 
that concerns the sale of an electric 
washing machine. 

In our locality, power lines are 
being extended into the rural com- 
munities, outside of the larger centers, 
just as fast as work can be done, so 
this affords a constantly growing 
field for cultivation. 

About seven miles from town, we 
had a good prospect in a farmer who 
should have purchased an _ electric 
washer, but our very best sales efforts 
were in some way inadequate or un- 
equal to the task of closing him, or 
even bringing him to the point of al- 
lowing us to bring a machine to his 
home for demonstration. 

This salesman in question happened 
along one day and we mentioned this 
prospect to him and, in a modest man- 
ner without handing himself any 
roses, he suggested that he, as a 
stranger, might perhaps be able to 
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bring some new influence to bear; he drove out to this 
farm alone, and within an hour and a half, returned 
to the store, with the good news that he had persuaded 
the prospect to let us give a demonstration on the fol- 
lowing Monday morning. And, in order to continue 
his cooperation, he offered to come out, bright and early, 
and give this demonstration with the assistance of our 
own man who handled this work. 

He did so; he must have arisen quite early that 
Monday morning to reach our store when he did; the 
machine was loaded 
onto the truck and 
away they went—and 
when they came back, 
they had sold the ma- 
chine for cash. 

I don’t just imagine 
he was paid to do this 
sort of thing. He 
gave us his time and 
effort and he surely 
accomplished what we 
had been unable to 
do by ourselves, and 
we had sold machines 
for a dozen years or 
more—lots of them. 

As another instance 
of practically the 
same thing, we simply 
were unable to close a certain 
customer on the purchase of an 


electric radio. The set ran into 
Of 


pretty good money and there was no trade-in. 
course we were anxious to close the sale. 


There was nothing in particular to place your finger 
on. The set was a first class instrument and they liked 
it—but. 

And there the matter hung for a couple of weeks, 
which is a much longer period than we generally prac- 
tice in giving home demonstrations. 


At about the time when we were feeling pretty much 
on the fence, the representative of the electrical jobbing 
concern from whom we were purchasing this make of 
radio, called at the store and the conversation drifted 
around to this customer. 


It happened to be late in the afternoon then and 
although I am sure he planned to get back to his home 
in the city some forty miles distant, for dinner, he 
allowed that he would stay over with us long enough 


that evening to call on this customer and see what could, 


» eS 
be done. hg < 


He did this very thing and, in company with our 
radio man, called on the customer by appointment ; 
spent at least an hour with them—and closed the 
sale. 

“Hands across the 
helping hands, indeed. 


counter.” Quite so, and very 


Does he get all the business we can give him? 
He does. 


And, in passing, I should add this, as more credit to 
his helpful attitude—during oné of his visits, the phone 
summoned us to the home of a customer where we had 
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The Store of I. Van Voris & Sons, Coble- 
skill, N. Y., Hardware Dealers Maintain- 
ing Electrical and Radio Departments. 


some time previously installed one of these sets. He 
suggested that he should go right along with us when 
it was found that a certain part had to be replaced, he 
said he would take it right in with him and have their 
own repair man attend to it and ship it back by express 
the following day, thus relieving our shop of the job. 

He did take it in and it was shipped back the next 
day and on the following morning it was back in the 
customer’s home. 

If that isn’t 100 per cent service, then I have no un- 
derstanding of the 
term. 

The salesman rep- 
resentative of the job- 
bing concern f rom 
whom we purchase 
our electric lamps, 
writes us about all the 
new window displays, 
as they come out, 
and frequently deliv- 
ers them to us in 
person when he calls 
and to save us the 
bother of shipping in 
defective lamps, after 
we have gone over the 
stock and given our 
order, he often takes 
these defectives along 

with him when he leaves. 

It hardly seems reasonable to 
believe that this is any part of 
his routine duty, altho I have never questioned him 
about it. 

Also, I am glad for his suggestions, from time to time, 
about new lamps that are being introduced and their 
reception by the trade at large—also for his ideas on 
store and window display of these lamps. 

Another salesman suggested how we could secure 
added window attention by installing a couple of little 
flashers on two display features we happened to be 
running at the time of his visit. They didn’t cost as 
much as a dollar for both of them and have been worth 
many doilars in attention-focus value during evening 
hours while the lights are under control of the time 
clock. 

We operate a car sales agency and service station as 
an entirely separate establishment from our hardware 
store. This garage building is new and shortly after 
we had moved into this new home, the jobber-salesman 
who had supplied us with much of the lighting equip- 
ment dropped in to look the job over, purely from 
friendly interest. 

He suggested that by raising and tilting certain of 
the reflectors, we could get considerably more light over 
the area of car stalls where mechanical work was being 
done and he asked if he might change one just to show 
us the difference. 

The change made a marked improvement and we ele- 
vated and tilted them all. 

He had sold the equipment and it was paid for—but 
his interest still continued. 

Here is a different kind of salesmanship—no service 
connected with it and, if not new, (Turn to page 56) 
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Onstant 
Usually 


Wins Out 


“The important thing about 
getting somewhere 1s not 
studying maps or wondering 
about other roads, but start- 
ing, right here, where 


we are’’ 


Says Bruce Barton 


NE morning a very unhappy young man 
() waylaid me outside my front door. 

He is 22 years old, and an idealist. The 
men in the plant where he works use coarse lan- 
guage; their crudeness grates on him. Also, his 
job is dull. 


“TI read biographies,” he said. “Great men have 
all had an aim. I seem to be heading nowhere. 
I haven’t found myself.” 


Reader, what would you have said to that boy? 


I said that most of the men whom we read about 
in biographies did not have any great purpose. A 
few, such as musicians and painters, had a talent 
that could not be mistaken. The great majority, 
of whom Lincoln is the classic example, were just 
as discouraged in youth as my young friend. They 
did not know where they were going, but the did 
not quit. They simply plugged ahead and, usually 
to their own surprise, won out. 


I said, in the second place, that all men are crude 
and all men are wonderful. The purest saint has 
secrets in his heart that make him blush; the worst 
man has moments of splendor. 

Man is the noblest of all the creatures and the 
most tragic. With all his crudeness, he does his 
work, sacrifices for his young, and faces blind fate 
with courage. 


“Don’t criticize men or judge them,” I said to 


Plugging 


Harris & Ewing 





the lad. “Like them. with them. 


Laugh with them.” 


Sympathize 


Finally I said that, while it might do the young 
man good to change his job, I doubted whether it 
would. He is in a fast-growing industry which has 
made fortunes and will make many others. 


[ told him about a friend of mine who was driv- 
ing through the Kentucky mountains. Wanting to 
get to, Cincinnati for the night, he asked directions 
of a native. 


“Go down this road about 10 miles, and take 
your right turn,” the native began. Then he 
stopped, and spat. “No, I think you’d do better to 
go the other way and take your first left.” He spat 
again, thought deeply, and then, in a sudden burst 
of confidence, exclaimed: “Tell you what, neighbor. 
If I was aiming to go to Cincinnati I wouldn’t 
start from here.” 


OST of us want to arrive, but we'd like to 

start from somewhere else. Maybe I’m wrong, 
but I have come to the conclusion that it doesn’t 
make much difference where one starts; that all 
businesses are good and all are bad, all are dull and 
all are thrilling. 


And that the important thing about getting some- 
where is not studying maps or wondering about 
other roads, but starting, right here, where we are. 


© McClure Newspaper Syndicate 
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MEN 


This is number 118 in our 
series of sketches of prominent 
wholesalers 


You Should Know 


W. J. FLAannery 


President Baltimore Electrical Supply 
Co., Baltimore 


ruary 2, 1875, in Baltimore. Here he spent his 
early boyhood and at the age of 15 he graduated 
from school and started to work. 

His first job was that of office boy in the purchasing 
department of the Baltimore & Ohio Railroad in Balti- 
more. Realizing that he must use every effort to better 
fit himself for future work, if he was to be advanced, 
he started night school and studied stenography and 
typewriting. He held different positions in the B. & O. 
office until in 1895 he was appointed secretary to the 
purchasing agent. 

In 1898 he resigned his position with the B. & O. to 
accept the position of secretary 
to the general passenger agent of 
the Lehigh Railroad at New 
York City. However, he was 
not entirely satisfied and having 
always had a desire for sales 
work he resigned from the 
Lehigh Valley to accept the posi- 
tion of assistant sales manager 
for the Stanley Instrument Co., 
New York. 

In 1901 he entered the employ 
of the Western Electric Co.as one 
of the assistants of Eddie Rocka- 
feller, general sales manager, 
supervising southern territory. 

In the meantime Mr. Flannery 
had married a Baltimore lady 
and now having two sons, was 
desirous of “coming back home.” 
So in 1903 he obtained the posi- 
tion of manager of the Electrical 
Material Co., at that time one 
of the largest electrical jobbing 
houses in Baltimore and _ the 
south. 

He was with this company 
about two years when in 1905, 
with a capital of $3,500 and 


credit with many manufacturers 


, \HE chief character in this story was born Feb- 


SUCCESS. 
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Only Happy 
When Busy 


Ww J. Flannery ts happiest 
e when he is busiest and 
perhaps that 1s the secret of his 
A native of Baltimore, 
he first made a business success 
in his own city and then expanded 
his business throughout the 
entire southeast. 
courage as a founder and ability 
as a manager 1s exemplified in 
the success of his organization. 


Mr. Flannery is not only presi- 
dent of the Baltimore company, 
but 1s president also of the Jack- 
sonville Electrical Supply Co., 
Jacksonville, Fla., and the Flan- 
nery Electrical Supply Co., 
Miami, Fla. 


with which he had made contact, he started the Balti- 
more Electrical Supply Co. He had four employees 
and about 5,000 sq. ft. of floor space at 215 North 
Calvert St. 

The first year’s volume of sales was about $75,000. 
Sales increased yearly until business was being solicited 
and obtained from the entire south to and including 
Florida. In 1910 it was necessary to move to 309 North 
Calvert St., where 12,000 sq. ft. of space was occupied, 
and in 1916 the adjoining building at 307 was occupied, 
giving a floor space of about 25,000 sq. ft. 

The yearly volume of sales in 1918 and 1919 aggre- 
gated nearly $2,000,000. In recent years owing to the 
change of methods of distribution, it was found neces- 
sary to open branch houses to better serve the clientele 
built up. At the present time the Baltimore house 
solicits business within a radius of ten miles. 

Mr. Flannery points out that one of his greatest 
sources of satisfaction is the fact that he does not know 
of one customer in 
Baltimore city, who 
is still in business, 
who, having once 
dealt with his organ- 
ization, does not place 
part at least, of its 
business with the Bal- 
timore Electrical Sup- 
ply Co. today. His 
motto has been—Once 
a customer, do every- 
thing possible and 
consistent to have him 
continue not only as 
a purchaser but as a 
booster. 

Fair treatment— 
willingness to always 
give the customer the 
benefit of any doubt 
—giving service that 
cannot be surpassed— 
keeping constantly 
after not only pros- 
pective customers but 
those who are dealing 
with the firm — not 
taking it for granted 

(Turn to Page 52) 


That he has 
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W. J. Flannery 


President, Baltimore Electrical Supply Co., Baltimore 
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NEWS i VIEWS of the DAY 


Giant Bull Frog a Radio Feature 


San Francisco, Calif.—This giant bull frog weighs 
two pounds, is 19 inches long and measures 11 inches 
around the stomach. He is a weekly feature of the 
NBC with Billy Page and Barbara Martini, juvenile 
members of the national players. 


Now You Can Send One In 
( hinese 


The photo shows Bessie Loo at the 
“Teletype” machine which is on the 
China cable of the Postal Telegraph 
Co., which operates in San Francisco 
the only Chinese telegraph office in the 
United States. The formal opening of 
the office was cause for a great demon 
stration in San Francisco's Chinatown 
district. 


The Alps In Miniature 


St. Louis, Mo.—A scene 
depicting the Alps in 
Lucerne, Switzerland, has 
been reproduced in minia- 
ture by Charles Kern, who 
for sentimental reasons 
has built this replica as a 
memory of his boyhood 
days which he spent there. 
It is 10 feet wide, 10 feet 
deep and seven high. It 
contains a movable train 
and mill, churches, mon- 
astery, a lake full of 
fish and a mountaineer’s 
cabin. The replica is made 
of clay, cement and stone. 


Wide World Photos. 
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withstand 
more 
blowouts... 





New ferrule type Union Re- 
newable Fuse. Note the few 
parts and lack of loose washers 
—all of which makes for 
quicker renewal. 
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JEFFERSON ELECTRIC 
Si ee oe 


Knife-blade type Union Re- 
newable Fuse. Note the simple 
design and rugged construc- 
tion. Also that the link is 
notched for quick renewal. 









HEN machines stand idle because of a “blown” fuse, you realize forcibly 
the value of using a fuse that can be renewed quickly. Union Renewable 
Fuses are designed with “quick renewability” foremost in mind. 

The new ferrule type is declared by users to be the simplest and easiest to 
renew of all ferrule type fuses. It has but three parts .. . two end caps and a 
casing ... besides the renewable link. The link is supplied bent at one end, 
automatically adjusting the length and assuring perfect fit. 

The knife-blade type is just as easy to renew. It is simple in design and has 
but few parts. The fusible link is notched at both ends and can be replaced 
when studs are only slightly loosened. 

Both of these types of Union Renewable Fuses have casings vented by an 
exclusive method to relieve the pressure generated by blowing. They with- 
stand blowout after blowout without injury to any of the parts. 

Other Union advantages are fully explained in Catalog No. 33. The Union 
Fuse Selection Chart, which will be sent to you free, shows at a glance the 
proper fuse for low cost protection of all motors. Write for both. We shall be 
glad to tell you which wholesalers handle Union Renewable Fuses in your 
territory. 


JEFFERSON ELECTRIC COMPANY 


Chicago, I1l. Pa 
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@&) In this illustration the cut-away motor castings show the ex- 
a 


tra length motor-shaft bearings with oil guards, wool-yarn 


S e& i 7 re rs | n packed lubricant reservoirs and precision-cut oscillator 
a 


gears. Such exceptional construction ensures the highest 


3 P e r f 6) ir m a n C & 4 performance efficiency and long satisfactory service. Every 


Wagner Fan you sell will justify your recommendation. 


as a eee 


Se NOE ORT HT RO 


&) New prices, new models and new sales helps for 1930. 
a 


Ask for details 


WAGNER ELECTRIC CORPORATION 


6400 Plymouth Ave., St. Louis 
Sales and Service in 25 Principal Cities 
PRODUCTS -. « PANS... BDESK .. . WALL . «+s She 


TRANSFORMERS .. . POWER... DISTRIBUTION ... INSTRUMENT 


MOTORS .. . SINGLE-PHASE . . . POLYPHASE . . . DIRECT CURRENT 
61-6232-3 
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(Why not 
Steeltubes 


for concealed work? 


HIS photograph was taken in a fine residence 

of an exclusive Cleveland suburb. It is repro- 
duced here to show how perfectly STEELTUBES 
is adapted to every requirement of concealed work. 
Note the smooth bends... the straight runs... 
the workmanlike appearance of the whole job. It 
is easy to do good work with Steeltubes ... because 
it’s light—easy to bend—and requires no threading. 


Electrical Division 
STEEL AND TUBES, INC. 
Cleveland, Ohio 
(A subsidiary of Republic Iron & Steel Co.) 


*STEELTUBES ELECTRICAL METALLIC TUBING 
{ is threadless, strong, light and easy to handle. Costs 
less to buy. Saves time and money on the job. 





' 
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NEWS m™m VIEWS of the DAY 


ee 
CEE. ss the ae Mia aS 


Ho key al Night With the Aid of Floodlights 


Schenectady, N. Y.—Twenty-six floodlights permit night 
hockey and tennis at Union College, Schenectady. During the 
winter the hockey squad works out at night and in the spring 
the rink is converted into four tennis courts and the players go 
on playing long after the sun has set.—Wide World Photo 


The Robot Ira ffic Cop 


Below: Trafic control has been brought under the control 
f the Robot. as this photo of a miniature layout demonstrated 

at the Hotel Roosevelt, New York, shows. 

Detectors, wired to the Robot, are placed 

in the highways. Autos going over these 

send “messages” to the Robot’s “brain” 

which manipulates lights. The heavier the 

traffic, the more time it is given to pass, 

while that from the other direction is held 

up. Shown is Eugene D. Stirlen, president 

of the Automatic Signal Corp., of New 

Haven, who helped perfect the apparatus. 


Wide World Photo. 








George Stump and His 
Lamp 
Vermilion, O.—Ten years 
ago, George Stump of this vil- 
: — lage, picked out a nice section 
eusueeun og of cedar, cut from a telephone 
guseus : f pole, and started working on 
ete it, with a jack-knife. More than 
1,700 hours, or 70 days, of 
spare time whittling followed 
and today Stump has a two- 
foot lamp said to be one of the 
most elaborate pieces of mod- 
ern wood carving known. The 
lamp, which is circular in 
shape, contains hundreds of 
ornaments. Stump is a_ tool- 
maker in the plant of the 
Wakefield Brass Co. 





H}OOUQQ0Q00000 00000000000 UTA 















March, 19380 THE JOBBER’S eA SALESMAN 23 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 















Ready March 15 
The “25° Plan 


for inereasing electric range sales 





A definite plan, based on tested experience. 


A plan that will increase jobber sales of electric 
ranges. 


A plan that will develop stabilized business on 
the largest single unit of sale in the jobber- 


dealer field 





electric ranges. 


A plan that will receive direct and definite 
factory support. 


A plan that permits profitable cultivation of 
permanent business on the one major electrical 
appliance that involves the least servicing. 


Jobbers and jobbers’ salesmen are in- 


vited to register their request with us for 


a copy of The “25” Plan--ready March 15. | 








The Standard Eleectrie Stove Co. 


TOLEDO. OHIO 


Oldest exclusive makers of electric ranges 
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NEWS i VIEWS of the DAY 


Electric Tabulating Machine Records Census Data 


The Census Bureau of the Department of Commerce 
will be aided in its huge task of taking the 1930 census 
by electric tabulating machines such as this which can 
record as many as 60 items of information and print the 
results on large sheets. Mrs. Mabel Barker is operating 
the machine. 


aN 


Our Northern Neighbor Extends a_ Gracious 
Welcome 


Below: The Peace Tower and Parliament buildings at 
Ottawa, Can., dazzlingly illuminated in honor of the 
snowshoers from Eastern Canada and New England, as 
they gathered in the capital for the International Con- 
vention. 


a 3 «ee 
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New York Meteorological Observatory In 
Central Park 


Right: Using a new apparatus that “breathes” 
the city air and registers its dust and smoke con- 
tent every fifteen minutes, the New York Meteoro- 
logical Observatory in Central Park has found that 
every million cubic yards of New York’s atmos- 
phere contained, during January, an average of 
1.35 pounds of impurities. The instrument, which 
was installed on January 1, showed the city’s air 
to be purest at 4 a. m. and most polluted at 9 a. m., 
according to a report of the first month’s operation 
made by David R. Morris, meteorologist—Wide 


World Photos. 
i 
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USALITE 
AUTOMATIC 


A FULLY AUTOMATIC 
GENUINE BAKELITE 
POCKET FLASHLIGHT 
IN BEAUTIFUL COLORS 




































Just press the button—click!!—a brilliant 
light is focused in the desired direction— 
zip!!—it’s closed and the light is out with 
lamp enclosed and fully protected. 


Encased in beautiful genuine bakelite, ar- 
tistically inlaid with beautiful colors. 


Small—flat—smart for milady’s purse or 
gentlemen’s vest pocket. 


The first universally practical flashlight — 
for home, street, opera, garage, basement, 
movie, auto, or wherever an emergency 
light may be required. 


WILL LAST A LIFETIME 
THE BATTERY [S VERY 
KASILY RENEWED 


Write for Details 


United States Electric Manufacturing Corp. 


323 W. Polk St. 222 West 14th St. 1063 Howard St. 
CHICAGO NEW YORK SAN FRANCISCO 
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Jhe 
Jobbers Salesman 


W. J. McLAUGHLIN, £ditor 


National Credit 
Control Plans 
N THIS issue may be found two national credit 
control plans, one developed by the National 
Electrical Credit Association and the other by 
the National Association of Credit Men. 

These plans, as submitted are designed to meet 
the legal objections heretofore existing, and it is 
hoped that wholesalers will study them most 
seriously, for the matter of credits is a subject 
requiring constant attention, and if these plans are 
not a “cure-all” for credit evils, they represent, in 
any event a most constructive step and as such, 
command the attention of all electrical wholesalers 
in the industry. 


The Radio 
Convention 
T NO time in the history of radio has a body 
A of men gathered of more serious mien than 
that displayed at the Cleveland convention. 

It was “no time for foolin’” and everyone 
knew it. As a result, the radio industry collec 
tively made more progress in the two days it con- 
vened than it had during the past year. 

Problems were stared in the face, errors were 
freely admitted, and out of it all came a better 
understanding of the factors to be given constant 
consideration in order that we may never experi- 
ence again, the trials and tribulations of the past 
few months. 

To spread over this page a warm feeling of 
optimism for the immediate future would be, to 
some extent, misleading for you cannot iron out 
immediately the wrinkles in a suit which has been 
abused too long. Anyone, however, who at- 
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tended the Cleveland meeting checked out of the 
Statler hotel with a feeling that radio was launch- 
ing a new ship, with a keel of sound merchandis- 
ing, and that during the next few months, that 
ship would renew confidence in the hearts of all 
those who had become discouraged. 

It’s a great industry, this radio, one which grips 
the imagination, an industry whose only mistake 
has been that it wanted to get ahead too fast and 
that, after all, is the mistake of youth. We can all 
rest assured its last error, that of over-production 
will not happen again, and we can rest assured, 
too, that by the time June once more rolls around 
we will find the same old optimism, but this one 
based on sound, constructive merchandising aims 


and policies. 


What About 
The Jobber? 


CERTAIN public utility in New York State, 
has announced that it is going out of the 
business of selling electrical merchandise 

with the reservation, however, that if its proposed 
plan does not work out it will be in a position to 
re-enter the merchandising field. 

In making a statement of its merchandising 
policy, it included the following sentence “—it 
should be the aim of the electrical industry to 
use to the fullest extent every possible sales outlet, 
in order that all branches of the business may 
secure the maximum amount of business and a fair 
share of the public.” And, to that we most 
earnestly subscribe. 

A further perusal of the announcement, how- 
ever, indicates that the company either lost sight 
of that sentence or of the electrical jobber, for the 
plan, if properly interpreted, indicates that this 
utility will establish co-operative dealers, for 
whom it will warehouse, and to whom it will 
distribute appliances 

While the plan “will in no sense throttle com- 
petition and it offers other dealers a clear field to 
build up the sale of competitive appliances pro- 
vided they do not wish to take part in the com- 
pany’s co-operative plan and . . . financing ar- 
rangements and other assistance are available to 
dealers . . . whether or not they are co-operating 
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directly in the company’s plan’—it must be 
obvious to this company that it is entering into 
direct competition with every jobber in the terri 
tory it serves. 

Naturally, the attitude of the company’s offer- 
ing to co-operate with dealers is commendable, but 
that is hardly the solution to the problem, as it 
sets up, from the jobber’s standpoint, a competi- 
tion he will find difficult to meet. 

Facts are facts, and regardless of the altruistic 
idea behind such a plan, its operation simply 
means competition from a source hardly antici- 
pated or justified, and competition which the job- 
ber can scarcely meet on the same basis where his 
dealers are concerned. 


Time To 
Sell Fans 
J ete cn salesmen are strongly urged to de- 


vote considerable attention to their fan pros- 

pects at this time. The coming summer gives 
indications of being a hot one, and while the 
consumer, in most cases, will wait until the heat 
in his home or office is unbearable before deciding 
to purchase,.when he does, he wants prompt 
action and that is generally the time when the 
dealer is unable to serve him. 

The dealer does not have to purchase now. 
The manufacturers have made the merchandising 
of fans as desirable as possible for him. All he 
has to do is to sign a fan agreement now, and 
specify his delivery for later, and “‘later’ should 
mean May 1. 

The jobber’s salesman who takes up the matter 
of fan contracts with every dealer in his territory 
during March will have assured himself of a nice 
volume of business on this particular commodity 
during the months to come. 


Surprise 
Parties 


VERY time this observer attends a conven- 
tion, he returns to his desk with an ever- 
lessening regard for the “annual party.” At 

the recent radio convention in Cleveland, the 











Ohio Radio Trade Association arranged a “Sur 
prise Party” which obviously entailed considerable 
work and expense, for the entertainment was of 
the highest type, and the program in general was 
such as to call for a vote of thanks to that Asso- 
ciation. 

Its reception, however, was something else 
again, and this writer at least, had the utmost 
sympathy for the chap who as master of cere: 
monies tried to maintain order jong enough for 
the performers to be heard. 

This, however, is no particular indictment of 
any particular convention. It is more in the 
nature of “the straw that broke the camel's back,” 
for after 10 years of convention work we have 
arrived at the conclusion that it is best to “give 
the little lady a hand” when she does come out, 
and leave it go at that, for nothing is going to 
happen anyway, and in the meantime it is simply 
courtesy to enjoy and permit others to enjoy the 
program arranged for their benefit. 


Appliances 
and Profit 


W Vgmosins is no question but that wholesalers 
must give constant attention to the field of 
appliance merchandising in order to secure their 
share of the desirable, profitable business available 
in these specialties. There are many retail outlets 
open, all of which should be intensively contacted 
by the electrical wholesaler and his salesman. 

In the past, it has been pointed out that the 
radio retailer represents an outlet for appliances 
which cannot be overlooked. His has been and 
is a job of merchandising, and during the 
past several years, he has accumulated quite a 
knowledge of this kind of selling. That he is a 
prospect is well evidenced by the report made by 
the accessories committee of the Radio Whole- 
saler’s Association which, among other things, 
suggested to the wholesalers that they give con- 
sideration to the selling of electric reducers to 
their dealers. 

With spring weddings and June graduations 
before us, there is a fine opportunity to stimulate 
business in the appliance line and the jobber’s 
salesmen should lose no time in doing so. 
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Market for Electrical Supplies 


Compiled Monthly from Reports Made to THE JOBBER’S SALESMAN, by 
Wholesalers, on Market and Price Conditions for 22 Key Products. Numerals 
Indicate Number of Wholesalers Reporting in the Respective Territories. 











EASTERN STATES* CENTRAL STATES* WESTERN STATES* 


MAREE PRICES eres PRICES MARKET PRICES 
, an. 15 to enera an. 15 to eneral Jan. 15 to eneral 
COMMODITY Feb. 15 Trend Feb. 15 Trend Feb. 15 Trend 




















Transformers, insulators, distribution 
equipment 











Poles and pole-line hardware 





Switchboards and accessories........... 











Motors and control apparatus 











Safety switches 











Wiring devices 
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Commercial lighting units.............. 











Residential lighting units 








Street lighting equipment 
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Flashlights and batteries y 3 
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Storage batteries 12 12 13 
EASTERN STATES CENTRAL STATES WESTERN STATES 








Telephone equipment 15 
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ALL 22 LINES COMBINED 





Good Fair Poor Good Fair Poor Good Fair Poor 
Jan. 15—Feb. 15, 1930 15% 55% 30% 18% 48% 34% 24% 53% 23% 


Same Period Previous Month.......... 27% 45% 28% 23% 47% 30% 32% 46% 22% 
Same Period Year Ago................| 20% 51% 29% 23% 45% 32% 19% 59% 22% 






























































* Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; Western 
States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, Oklahoma and Texas; 
Central States include all between. 
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WRITE YOUR OWN CHECK 


Surface plates over drawer 


AKE it a big one, too, 
with the cash bonus ev- 
ery sale of the new 

Nesco leader — Bak-O-Grill — 
will bring you. 


Thousands of orders are cer- 
tain, and every order will in- 
crease the size of the check 
each jobbers’ salesman—you— 
can earn easily during the pe- 
riod of this big bonus—March 
31 to April 12. 


Not a contest. Every salesman 
shares and shares alike—in ex- 
act proportion to the sales he 
makes. The amount is up to 
you. You can write your own 
check and buy and enjoy the 
extra things you and your fam- 
ily want with the extra Bak- 
O-Grill profits. 








Complete oven in drawer with 
heating unit 


its own 






<< S 


city for six 


Quick, sure sales? Judge for 
yourself! Bak-O-Grill is a new 
method of cooking in and over 
oven drawer. It’s amazingly 
fast and ideal for preparing 
everything from toast, bacon 
and eggs for hurry-up break- 
fasts — coffee and sandwiches 
following the bridge game—to 
steaks, chops, biscuits and 
vegetables for delicious after 
theatre suppers for six. 


Every dealer is a first class 
prospect as Bak-O-Grill is the 
first and only electric appli- 
ance having ample capacity for 
all quick cooking needs which 
sells for a price that attracts 
the housewife, $23.50 (slight- 
ly more west of Rockies). 


Write immediately for bonus data—the time is short. 


NATIONAL ENAMELING & STAMPING CO., INC. 


28 TWELFTH STREET 





NESCO B 


Cooks /Jm and Over Oven DRAWER 


ELECTRIC 


ak-O- 
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10 Years AGO 


THIS MONTH 


A new department containing news of the 
happenings among jobbers and manufacturers 
This information ts secured from 
the corresponding issue of the paper in 1920 


a decade ago. 


Government Business Disliked by 
Jobbers 


Owing to the laxity of government 
agents in the handling of shipments 
and due to the poor methods being 
practiced in receiving, checking and 
payment, at least two jobbers have 
signified their intentions of refusing 
any more government business. Some 
long overdue accounts run as high as 
$5,000, and, though jobbers were will- 
ing during the war to endure this by 
tightening up and stretching things a 
little, they feel that after a year of 
peace such conditions are unnecessary 
and not to be tolerated. It has cost 
jobbers in New York much time and 
money to go over the government’s 
agents’ delivery receipts to prove that 
shipments had been received intact. 
The business, being on a highly com- 
petitive basis and not very profitable 
under any circumstances, will be side- 
stepped by all jobbers if this con- 
dition is allowed to continue to exist. 


* * 
Minneapolis Gets New Electrical 
Firm 
The Northwest Electric Apparatus 


Co., 942 Security Building, Minneapo- 
lis, Minn., has been organized by John 
A. Clark, president and manager. Mr. 
Clark has been manager of the north- 
western branch of the Duncan Electric 
Manufacturing Co. for the past five 
vears and represented the Company 
in that territory for the last ten years. 
* * x 


Get First-Hand Knowledge of 
Electrical Equipment 


W. J. Flannery, president, Baltimore 
Electrical Supply Co., Baltimore, Md., 
at the company’s annual sales meeting, 
inaugurated an excellent plan to assist 
his salesmen in getting a first-hand 
knowledge of the construction of the 
equipment they are selling. It was 
proposed that ten of the company’s 
representatives, in charge of Sales 
Manager C. H. Lamar, visit the plants 


of some of the largest electrical man- 
ufacturers. 





Inland Plans for Big Washing 
Machine Year 
The Inland Electric Co., of Chicago, 
has contracted with the Crystal Wash- 


ing Machine Co., Detroit, Mich., for 
the purchase of $1,000,000 worth of 


washing machines during the year 
1930. The company has formed a 
special sales organization to handle 


this business and has acquired addi- 
tional storage space for housing their 
large stock. 

* * * 


New York Jobbers Hold Elections 


At the annual meeting of the Elec- 
tric Club of New York, on Feb. 3, 
this jobbers’ organization elected the 
following officers for the term of 
1930: President, J. L. Owen, of E. B. 
Latham & Co.; vice-president, H. H. 
Kabat, of the Independent Electrical 
Supply Co. The executive committee 
is comprised of the following: W. J. 
Drury, Western Electric Co.; J. E. 
McClernon, Northwestern Electric 
Equipment Co.; Samuel Frost, Samuel 
Frost; J. D. Sweeney, Royal Eastern 
Electric Supply Co.; P. J. McSweeney, 
J. J. Leahy Electrical Supplies, Inc.; 
W. A. Kennedy, Sibley-Pitman Elec- 
trical Corporation. W. J. Kreger is 
secretary-treasurer, with offices in the 


Marbridge Building, 47 West 34th 
street, New York City. 
* * * 
G. E. Distributors Meet at 
Schenectady 
The General Electric Distributing 
Jobbers’ Club held their semi-annual 


meeting at the Mohawk Golf Club, 
Schenectady, N. Y., February 12, 13 
and 14. The address of welcome on 
Thursday morning was made by D. R. 
Bullen, manager supply department, 
General Electric Co., followed by R. 
E. Russell, who discussed “Tungar 
Rectifiers;” Randolph Troy described 
“Transformer Specialties,’ and Julius 
Tuteur, president the Electric Vacuum 
Cleaner Co., spoke on “Vacuum 
Cleaner Marketing Methods.” At the 
afternoon session J. C. Dallam, J. H. 








Crawford and W. D. Yates told sev- 
eral things about “Wiring Devices,” 
after which J. H. Trumbull spoke on 
“Switch Devices.” In the evening 
A. D. Page and G. C. Osborne told 
the jobbers of new plans for market- 
ing Edison lamps, and J. H. Trumbull 
described a hunting trip through the 
Rockies. 
* * * 


Vilett Forms New Electric 
Company 


On February 1, W. H. Vilett and 
Harry Bohn, formerly active in the 
management of the Sterling Electric 
Co., of Minneapolis, Minn., purchased 
the Household Appliance Department 
of that company and _ will operate 
under the name of the Gainaday Elec- 
tric Co., with offices and salesrooms 
at 29 South Fifth street, Minneapolis. 


* * * 


New England Jobbers Form Club 


The New England Electric Supply 
Jobbers’ Club is a co-operative organ- 
ization recently formed to knit more 
closely the various branches of the 
industry in that section of the coun- 
try. F. Abely, assistant manager 
Western Electric Co., New England 
branch, has been elected chairman, 


and Almon Foster, of the Foster- 
McDonald Co., Boston, secretary. 
* * * 


Republic Company Opens 
New Branch 


The Republic Electric Co., 1820 East 
Eighteenth street, Cleveland, O., has 
opened a branch house at Akron, O., 
with T. D. Thomas in charge. 


* * * 
Larger Quarters Needed 


The Greusel-Quarfot Electric Co., of 
Milwaukee, owing to their rapidly in- 
creasing business, have found it neces- 
sary to secure larger quarters for their 
offices and warehouse, and are now 
located at 23-25 Erie Street, between 
Broadway and East Water Street. 
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This new IVANHOE GLAssTEEL DIFFUSER 


is dust-proof, lint-proof, easily cleaned 


HE new dust-proof advantage immediately enhances 
Fee practical supremacy of Ivanhoe Glassteel Dif- 
fusers, by lowering the maintenance cost and further em- 
phasizing its reputation for providing the highest type of 
factory illumination. 

Three new advantages come to you at no increase in 
cost. 

1. Dust-proof by means of threaded glass globe 

and holder with asbestos gasket. 

2. No need to remove globe, except for re-lamping. 

3. No chance for dust and dirt to get inside globe 

or on lamp. Equipment easily kept at highest 
efficiency by merely wiping off reflector and 
globe with a damp cloth. Less cost for main- 
tenance. 
And, of course, factory executives charged with lighting 
maintenance will appreciate the fact that when it be- 


comes necessary to remove the globe, it can be speedily 


done because the new safety holder, without screws, 
clamps or other devices, minimizes the danger of breakage. 

The new Ivanhoe Glassteel Diffuser provides the last 
word in efficient, glareless lighting for shop, workroom or 
factory. It is designed for use where high lighting inten- 
sities are essential; wherereflected glare must be eliminated; 
where diffusion of light is required for correct distribution 
and to prevent shadows; or where work on vertical surfaces 
predominates. 

You can build your sales volume quickly through the 
sale of modern industrial lighting. The market is large; 
the prospects right at hand. Only nine per cent of all 
industrial plants are lighted up to modern standards of 
lighting excellence. Good lighting decreases production 
costs and decreases labor turnover. And when you sell 
Ivanhoe industrial lighting, your house makes a good 
profit. Ivanhoe representatives are always glad to help 


you do a good job. 


IVANHOE DIVISION OF THE MILLER CO., 5716 EUCLID AVE., CLEVELAND, OHIO 


IVANHOE 


G H TIN G 
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News From The Wholesale Field 


THE JOBBER’S SALESMAN Maintains Men in the Field, it Sends 
out Monthly ‘What's the News Sheets” to Every Wholesaler and it Gladly 
Receives Voluntary News Contributions and Snapshots from Wholesalers 
All this Enables It to Reflect from Month to 
Month the Personal Element in the Industry. Your Co-operation is 
Solicited in Making this Human Side of the Magazine More Interesteng. 


and their Salesmen. 


Valkus Makes Sales Confer- 
ence Profitable 

The General Electric Supply Corp., 
Oklahoma division, held a sales meet- 
ing at the Huckins Hotel, Oklahoma 
City, on January 6 and 7, with all 
sales personnel from both Oklahoma 
City and Tulsa in attendance. In 
addition, the company’s suppliers 
sent men who gave talks on their 
respective lines. 

The unique feature of this meet- 
ing was the method used by G. B. 
(Gus) Valkus, manager of the divi- 
sion, to help his men assimilate and 
retain all the valuable information 
that was forthcoming. He knew it 
was necessary for the men to hear 
a large number of factory talks and 
that, under ordinary circumstances, 
it is mighty hard to remember all 
the details. 

Therefore Mr. Valkus required 
every man to take notes on the im- 
portant sales facts in the various 
speeches, thereby getting them down 
in black and white for future refer- 
ence. But the best part of the plan 
was that he asked for and received 
from every man a written expression 
of just what he got out of the talks. 
Then to cap it all and make it stick 
he had each man read and grade all 
the papers of his fellow salesmen. 
Incidently he gave a prize of $25 for 
the best paper. 

The result was a revelation. Every 
man turned in a fine paper that 
proved he had all the sales points 
and the year’s plans firmly fixed in 
his mind. None of the reports were 
skimped and some of them were sev- 
eral pages in length. On top of the 
immediate value of these papers, 
they are being kept for constant ref- 
erence and will be used at monthly 
meetings in the division. 

The astonishing results of this 
plan came, not from the mere form 
of it, but from the serious attention 
given and the willingness of all the 
boys to work hard and turn in a com- 


plete and intelligent report. Its 
greatest value is relieving the men 
from the usual mental strain of try- 
ing to retain by memory all the high 
lights in a number of talks. 
— 
W. A. Ward to Manage 
Westinghouse Department 
W. A. Ward has recently been put 
in charge of the radio and merchan- 
dising department of the Westing- 
house Electric Supply Co., St. Louis. 
Mr. Ward has been identified with 
the electrical industry in St. Louis 
for the past 20 years. 
e Rind 
Matthews Joins Parents’ 
Club 

P. K. Matthews, manager of the 
General Electric Supply Corp., Tul- 
sa, Okla., forgot to mention the ar- 
rival of a daughter at his home on 
January 20, but Gus Valkus, mana- 
ger of the Oklahoma division, kindly 
tipped us off. Congratulations may 
be sent to P. K., but address cigar 
offerings to Mr. Valkus. 

Oscar Niblo is a new salesman 
with the Tulsa house, covering the 


eastern portion of Oklahoma and 
several counties in Arkansas. In the 
Oklahoma City office, Clive Tedford 
has been added to the force, han- 
dling the “Kardex” stock record. 
Clive succeeds Douglas Burrus, who 
was promoted to the sales depart- 
ment inside. 
"ae 


Fox Electric to Handle 
Lighting Fixtures 

A display room for the showing of 
lighting fixtures and electric appli- 
ances is being installed by the Fox 
Electric Co., Elgin, Ill. The com- 
pany has taken on the Moe-Bridges 
line of lighting fixtures. Extensive 
alterations are also being made in the 
stock rooms to enlarge the present 
space available. 

i 


H. M. Hopkins Improves 
Quarters 
Announcement has been made 
of enlarged office accommodations 
and new display space for appli- 
ances at the H. M. Hopkins Elec- 
tric Co., Detroit. 
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Reading from left to right are: M. L. Mann, president of the Mann Electric 


Supply Co., 


Columbia, S. C.; E. L. Owen, vice-president; 


Dwight G. Phelps, 


manager of the electrical division of Colt’s Patent Fire Arms Mfg. Co., Hartford, 


Conn.; 
representative for Colt’s. 
trip through the south. 


Fred C. Gorder, salesman, and Frank T. Williamson, southern district 
This photo was taken while Mr. Phelps was taking a 
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BUSS FUSES 














SAFEGUARD 
INDUSTRY 


TELL THEM 
and 
SELL THEM 


Tell your custom- 
ers about the low 
cost dependable fig 
protection BUSS 
Renewable Fuses 
afford. A sample 
will be sent them 
free to help you get 
the business. 
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W. R. AaGarp has been trans- 
ferred from counter to outside ter- 
ritory at the Westinghouse Electric 
Supply Co., Chicago. William Pas- 
chen, formerly with the Electric Ap- 
pliance Co., Chicago, is now a mem- 
ber of this company’s sales organ- 
ization. 


Tiet Joun S. Maxson Co., Syra- 
cuse, has added Earl Synder to its 
sales force. 


Harry L. Berger and W. S. Gib- 
son are two new salesmen with the 
Colonial Electric Co., Philadelphia. 


Watpo BErEsE has joined the Tri- 
angle Wholesale Electric Co., Mun- 
cie, Ind., as an outside salesman. 

THe W. A. Roosevelt Co., La 
Crosse, Wis., has taken N. A. Kiffe 
from the stock department to replace 
W. T. Gosnell who has been called 
in for work in the western and cen- 
tral Wisconsin territory. A new 
floor salesman with this house is 
Kjartan Turmo who will work in the 
radio department. 


J. H. Carpenter, former branch 
manager with the H. C. Roberts 
Electric Supply Co., Binghampton, 
N. Y., is now located with the Syra- 
cuse Supply Co., Syracuse, taking 
over a territory composed of counties 
near Syracuse, to assist in a special 
merchandising campaign to be run 
in this section. 


Gro. J. HILLEBRAND, for the past 
six years with the Manhattan Elec- 
trical Supply Co., St. Louis, is now 
selling for the Barrett Electrica: 
Supply Co. of the same city. J. M. 
Pinter is a new man in the cost de- 
partment of this wholesale house. 

W. L. CLINTON is a new salesman 
the Southern Equipment Co., 
Antonio, Texas. Mr. Clinton 
was formerly with the Couch Elec- 
tric Co., Dallas. FE. E. Powell, city 
salesman, has been transferred to the 
automotive department. \ new 
counterman with this jobbing house 


for 
San 


is J. L. Anderson, who has replaced 
J. E. Woods, now with the Central 
Power and Light Co. 


RALPH ENGELSON is to cover the 
Brooklyn territory for Joseph Kur- 
zon, New York. 


J. FE. Coucn is now selling for the 
Beckett Electric Co., Dallas. 


Tue Nortru Coast Execrric Co., 
Portland, Ore., announces the addi- 
tion of L. A. Stohler to its sales 
force. 


STANLEY P. EccLeston, who for 
the past four years has been con- 
nected with Graybar, is now selling 
for the Fife Electric Supply Co., De- 
troit. 

E. B. McKintay is covering the 
San Joaquin Valley for the Westing- 
house Electric Supply Co., San Fran- 
cisco. He was formerly with the 
Valley Electrical Supply  Co., 
Fresno. 


J. R. Srezert, formerly with Ful- 
wiler and Chapman, Atlanta, has re- 


cently joined the sales organization 


of the Lambeth Electric Supply Co., 
Winston-Salem, N. C. 


Jack JENNINGS, recently of the 
Electric Appliance Co., Chicago, and 
J. Sullivan formerly with the Chi- 
cago office of the U. S. Electric Mfg. 
Co., are two new members of the 
selling force at Weinberg and Co., 
Chicago. This company also an- 
nounces the employment of Al Do- 
minski as counterman. Mr. Domin- 
ski was previously connected with 
Otto Reiman, Inc., Chicago. 


THE Reno Sates Co., INc., 
Brooklyn, has engaged the services 
of Maurice Sloane to cover its north- 
ern New Jersey territory. 


CrocKer & OapEN Co., Bingham- 
ton, N. Y., has taken on John Taft 
as salesman. Prior to this connec- 
tion Mr. Taft was in the employ 
of the H. C. Roberts Electric Co., 
Inc. J. P. Jones will specialize on 
industrial plant business. 


Tue Evecrric Suppty Co., Tulsa, 
Okla., has employed C. M. Rowland 
to travel in the eastern half of the 
company’s territory. 

IKENNETH SNYDER has been trans- 
ferred from the city to the Elmira 
territory and Howard B. Purtell 
has been promoted from counterman 
to city salesman at the Westinghouse 
Electric Supply Co., Binghamton, 
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The Westinghouse Electric Supply Co., successor to the Electric Appliance 
Co., which took over the business of the Tel-Electric Co. on January 1, 1929, 
is now occupying a new and modern office and warehouse building at Magnolia 


and Hamilton Sts., Houston, Texas. 


steel and concrete, with two floors having a total area of 27,000 sq. ft. 


It is constructed entirely of brick, glass, 


Provision 


has been made for the addition of two more floors should they be eventually re- 
quired. Among the new features of this building is a Western Union Simplex 
Automatic typewriter with a direct wire to the main operating room of the 


Western Union Telegraph Co. 
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the 


Electrical 
Industry 
Benefits 


Ends tampering 
with fuses. 





No fuse replace- 
ment hazards 
for customers. 


Eliminates ser- 
vice calls. 
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THE METER SERVICE BREAKER—A WESTINGHOUSE ACHIEVEMENT 








from the WK-50 NOFUZ 


HE interest shown in the 

WK-50 Nofuz Meter Ser- 
vice Breaker by the light and 
power companies and inspec- 
tion groups, indicates that it is 
the ultimate in house circuit 
protection. The jobbers’ sales- 
man will sell this equipment 
and should know how the de- 
vice benefits his trade—why it 
is easy to sell. 


Light and powercompanies, the 
electrical contractor and the 
home owner benefit from the 
WK-50 Nofuz, because the 
use of electricity is made more 
convenient and attractive. 


This device, which sells at a 





low cost, reduces maintenance 
expense, eliminates the need of 
abusive practices in restoring 
service at once, and saves the 
consumer time, trouble, and 
annoyance. 


The light and power company 
saves the expense of trouble 
calls, gains more revenue be- 
cause outages will be restored 
at once, and retains valuable 
good will. 


Electrical contractors profit be- 
cause the house wiring cannot 
be overloaded, and as more 
electric appliances are used, 
adequate wiring must be in- 
stalled. 








Service, prompt and officient, by a coast-to-coast chain of well- equipped shops 




















Westinghouse 


rw) 
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“What the heck is holding the darn 
thing?” says E. J. Parady, of Graybar 
Electric Co., Inc., Grand Rapids, Mich., 
not knowing that J. J. Vonk and C. A. 
Peabody are riding his load. L. W. 
Freeman, in charge of the warehouse, 
is so tender-hearted he only puts one 
foot on the truck. 


N. Y. Chas. Champ will take over 
Mr. Purtell’s former position. 


Harry NIESSMAN will sell in 
3rooklyn and New York for Samuel 
Frost, New York, while Perry Ep- 
stein will take over the duties of a 
counterman. 


O. J. FiscHER is now city sales- 
man for the Wichita, Kans., branch 
of the American Electric Co., St. 
Joseph, Mo. 


C. M. Row.anp, formerly with the 
Missouri Valley Electric Co., Kan- 
sas City, is now traveling east- 
ern Oklahoma for the Electric Sup- 
ply Co., Tulsa, Okla. 


Changes in Personnel 

LesTER BaILey is the new manager 
down at the Champlain Electric Co., 
Burlington, Vt., while M. T. Clark 
will take charge of the credit depart- 
nent. 

THE WESTINGHOUSE Electric 
Supply Co., San Antonio, Tex., an- 
nounces the transfer of W. G. Ster- 
ret as office and service manager to 
manager of sales and service. Mr. 
Sterret will have complete charge of 
this branch office. 


S. A. JENKs, formerly manager 
of the New Bedford, Mass., branch 
of the Union Electric Supply Co., 
Providence, R. I., has been trans- 
ferred to the main office in charge of 


credits and general office manage- 
ment.. Charles B. Lord has been ap- 
pointed manager at New Bedford to 
succeed Mr. Jenks, transferring from 
Providence, where he has been work- 
ing on industrial and central station 
sales. 

THE RENO SALEs Co., INc., Brook- 
lyn, has appointed Tony Rizzo store 
manager and has put Irving Strauss 
in charge of the shipping department. 


H. M. Lone will manage the 
Binghamton, N. Y., branch of the 
Westinghouse Electric Supply Co., 
formerly the H. C. Roberts Electric 
Supply Co. 


M. L. HAMAKER, manager of the 
refrigeration department at the 
Moock Electric Supply Co., Canton, 
O., is to handle the new Westing- 
house refrigerator in 16 counties in 
Ohio and Pennsylvania. 


CLARENCE VW. Sharkey will as- 
sume charge of the sales at the John 
S. Maxson Co., Syracuse. 


Joun E. Koper is the new head of 
the quotation department at the 
Westinghouse Electric Supply Co., 
Chicago. Mr. Kobel was formerly 
associated with the Electric Appli- 
ance Co., Chicago. 


THE GENERAL Electric Supply 
Corp., Kansas City, has promoted C. 
J. Sampson from the managership 
of the lamp and lighting department 
to the position of district street light- 
ing specialist. H. T. White, form- 
erly with the Edison Lamp Works, 
will replace Mr. Sampson. 

Jobbers Active in Asso- 
ciations 

J. J. GALLAGHER, branch manager 
of the Wetmore-Savage Electric Co., 
Providence, R. I., has been elected 
president of the Electric League of 
Rhode Island. 


THE WESTINGHOUSE Electric Sup- 
ply Co., Indianapolis, announces 
the re-election of J. H. Campbell, 
division manager, to the board of 
directors of the Indianapolis Electric 
League. At the meeting of the board 
of directors Mr. Campbell was re- 
elected vice-president along with the 
entire official family of 1929. 


Jobbers’ Sales Activities 

Etectric Sates Co., Corpus 
Christi, Tex.—This company issued 
a new catalog in connection with 
its usual sales activities. 


Raysro Evectric Supp cies, INc., 
Tampa, Fla—A campaign on An- 
derson-Pitt heaters and “Star Lite” 





This bunch of fellows must have been soldiers at some time or other. We just 
blew the whistle, gave ’em fall in, right dress, front, count off—plunk went the 
shutter, and here they are, the sales and order department of the McNaughton- 
McKay Electric Co., Detroit, Mich. Rear, left to right: D. L. Reid, who arranged 


baker 
F. P. Carpenter. 


- the groups for us; H. E. Roese; J. G. Trinka; E. H. Peterson, and E. C. Crum- 
Front: R. E. Batchelor; S. L. Harper; J. Bell, Jr.; R. M. Crowe, and 
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You may be able to 
sell unknown switches... 


Y working needlessly hard, you can 

““put across” safety switches and 
other wiring material of questionable 
reputation or unknown quality. But if 
they fail to perform satisfactorily “‘on 
the job” your reputation suffers. 


Far better it is to play safe all around 

. to specify Safety Switches which are 
known to your prospect and therefore 
easy to sell. . . reputable, guaranteed 
switches... Cutler-Hammer Safety 
Switches. 


As long as they are on the job, C-H 
Safety Switches are building satisfaction 
for you, an increased reputation and 
greater certainty of repeat business from 








CUTLER-HAMMER, Inc. 


Pioneer Manufacturers of Electric Control Apparatus 
1308 St. Paul Avenue 


MILWAUKEE 
Ra RRRRERERE RE rae wisree 


but you are blamed if they fail <<< 


the same customer. Nor do all their 
superiorities lie in the better workman- 
ship, superior materials and design. 


The C-H Standard Duty Type C 
Switch, for example, is quick make and 
quick break, assuring reduced arcing, 
elimination of slow burning and fusing 

. greater life at less maintenance cost. 
Smaller in size, it takes up less space, 
yet is easier to install and wire. 


Other C-H Safety and Meter Switches 
are carried by your wholesaler and are 
described in the C-H Safety Switch 
Catalog, a copy of which will be sent 
at your request. 


WISCONSIN 



































Advantages of C-H “Standard 


Duty” Type C Switch 
(Bulletin 4131) 


Quick make and quick break prevents 
burning of contacts, gives far longer life. 
Molded crack-proof base. Rugged con- 
struction. Small case, yet easy to wire. 
Removable handle to prevent tamper- 
ing. Six sizes, from 30 to 400 amps. 250 
and 600 volts. 





Advantages of C-H Universal Meter 


Service Switches 
(Bulletin 4311) 


First standard device offering economical pro 
vision for branch circuits. Compact switch-block 
combines enclosed sealed main fuse and exposed 
accessible branch fuses in one unit. One or two 
blade types for two or three wire installations. 
Circuit dead fuse type. Connections conveniently 
located. 


Advantages of C-H Light 
Duty Entrance Switch 


(Bulletin 4141) 


Type C design and construction. 
Smaller in size, ample wiring Space. 
Smaller switch bases. Quick break to re- 
duce arcing and prolong life. Plug fuse 
or cartridge fuse type. 21 sizes, pos 30 
to 100 amperes, 125 and 250 volts. Low 
price. 


CUTLER HAMMER 











High Quality Safety Sw Goches for Every Service 


(A-375) 
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Julius Wolf, lighting specialist of the 
Lake States General Electric Supply 
Co., Cleveland, covers the district of 
northern Ohio for his company. Mr. 
Wolf is said to begin his day when 
other people are thinking of ending it. 


appliances is being conducted by this 
jobbing house. 


Trerry-Durin Co., Cedar Rapids, 
la—In addition to a campaign on 
“Hot Point” irons this lowa jobber 
is putting on a window display cam- 
paign to all Edison lamp agents. 


STERNS ELectric EQUIPMENT 
Co., Buffalo—“Kondu” fittings are 
being featured by this company in 
its sales promotion work. 

WittiAM Davis’ Hawk, INc., 
Kingston, N. Y.—The campaign on 
“Universal” electric ranges spon- 
sored by this corporation is to last 
throughout the year. 


Sutron Execrric Suppty Co, 
Wichita, Kans.—Hotpoint” irons 
are being stressed in this month’s 
sales activities. 


Mint & SMELTER Supply Co., 
Denver—The Westinghouse cam- 
paign on heating pads is being car- 
ried on by this firm. 


Tri State EL vectric Co., Sioux 
Falls, S. Dak.—This wholesaler is 
putting on a campaign on “Simplex” 
ironettes, “Zenith” radios and Stan- 
dard ranges. 


WEINBERG & Co., Chicago.—Per- 
ryman radio tubes are being stressed 
in the sales activities of this whole- 
sale house. The company is also 
making a feature of the introduction 
of several new attractive cabinets in 
the Stewart-Warner radio line. 


Correction on Inland Address 

The Inland Electric Co., Chicago, 
has moved to its larger quarters at 
213 South Peoria St., instead of 231 
South Peoria St., the address which 
appeared in error in the February 
issue of THE JOBBER’Ss SALESMAN. 

a 


New Purchasing Agent Ap- 
pointed by Reno Sales 

L. M. Golmann has been made 
purchasing agent of the Reno Sales 
Co., Inc., 630 Broadway, Brooklyn. 
He will appreciate receiving catalogs 
on electrical, hardware and house 
furnishing items. 

ee 


Seedman Company Receives 
New Appointment 

The C. J. Seedman Co., Inc., 
Brooklyn, has been appointed distrib- 
utor in the metropolitan district for 
the Brunswick-Balke-Collender Co., 
for its line of Brunswick radio sets, 
the ‘“Panatrope”’ and Brunswick 
records. 

* * * 
Delinquent Accounts 

The accompanying tabulation 
shows the number of delinquent ac- 
counts, the total amounts and the 
average amounts as reported to the 
National Electrical Credit Associa- 
tion by member manufacturers and 
wholesalers through its various divis- 
ions, for January, 1930, as compared 
with the same month the previous 
year. Also these figures are shown 
for the 12 months’ period of 1928 
and 1929. 


Man Available 


A salesman with 11 years of ex- 
perience in the electrical field is 
available for a position.- He has a 
thorough knowledge of central sta- 
tion requirements and has worked 
for the Western Electric Co. and 
Graybar. The greater part of his 
experience has been acquired in New 
York and Newark and he is, at pres- 
ent, situated in New Jersey. For 
further details kindly address the 
Editor, THE JoBBER’s SALESMAN, 

¢ ‘es 


General Manager of Republic 
Electric Dies 

Otto H. Frickel, general manager 
of the Republic Electric Co., Daven- 
port, la., died at his home on Janu- 
ary 22, after an illness of one week’s 
duration. Death was due to pneu- 
monia. Mr. Frickel had recently 
been elected vice-president of the 
Electrical League of the Tri-Cities 
and was also a member of the board 
of directors of that organization. He 
had been connected with the Repub- 
lic Electric Co. for the past 12 years. 

: e+ 


A. S. Joseffy Accepts Ap- 

pointment at Columbus 

A. S. Joseffy, General Electric 
Supply Corp., St. Louis, has accepted 
the appointment as sales manager of 
the Columbus, O., division of the 
corporation. 

W. E. Rodgers, formerly with the 
electrical department, Missouri Pa- 
cific, Kansas City, succeeds Mr. 
Joseffy at St. Louis. 





COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
JANUARY 31, 1930 


January 
Division 1929 1930 
New York 198 308 
Middle & South’n Atlantic 134 236 
New England 111 107 
ee RES RR nes SA Perit 594 835 


1486 


+ 
TOTAL AMOUNTS R 


January 
Division 1929 1930 
New York 
Middle & Southern 
Atlantic 
New England 


Central 


14,836 
10,925 
61,980 


Decrease 
$ 36,930 $ 73,342 + 98.6% 


34,232 +130.7% 
22,008 +101.4% 
110,346 + 78.8% 


% % 
Increase Increase 
or 12 months or 
Decrease 1928-9 1929-30 Decrease 
3312 3128 
2177 
1607 
8560 


43.3% 15656 
PORTED 


1505 
8106 


14786 








oO 
Increase 
or 


Increase 

12 months or 
1928-9 1929-30 Decrease 
$ 496,980 $ 690,576 +39. % 


281,195 280,013 4% 
198,795 222,251 -+11.8% 
1,011,041 1,003,079 — 8% 





TOTAL $124,671 


$240,428 + 92.8% 


$1,988,011 $2,195,919 +410.5% 


AVERAGE AMOUNTS 


Division 
New York 
Middle & Southern Atlantic 
New England 
Central 


January 
1929 


12 months 
1928-9 1929-30 
$1831 $2405 

1551 1650 
1484 1793 
1417 1481 


1930 
$238 
145 
206 
133 
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Sell them SAFE L Y 


and the profits are sure 


Approved by the National Board of 
Fire Underwriters . . . Standardized by 
the largest industrials, railway and 
steamship companies. . . . Turnover is 
fast and you build volume sales through 
steady repeat business. 


SUPERIOR 
CONSTRUCTION 


Steel hook permanently riveted will not 
loosen, and holds portable guard in desired 
position . . . Eight steel cadmium plated, rust 
resisting ribs. Kinked at all joints and spot 
welded to strengthen and prevent crushing 











of guard . . . No exposed wire ends to injure 
hands or catch dirt, waste, etc. Clamp screw 
nuts and ribs are welded to band at base. 


Handle affords 


complete protection 


Handle is made of high grade rubber com- 
pound, affording complete protection from 


> WU 
4. 
re 
| 
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electric shock. Breakdown on laboratory test 
well over 10,000 volts A. C. 


DANIEL WOODHEAD CO. 


15 No. Jefferson St. Chicago, IIl. 


30 types of electrical safety appliances 


Write today for catalog and prices 


PROT 


Patented 9-9-24 No. 1507742 
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This is Charlie Huyck, lighting spe- 
cialist of the Graybar Electric Co., Inc., 
San Francisco, who did his especial bit 
towards Light’s Golden Jubilee by 
speaking before Rotary and Kiwanis 
Clubs, Chambers of Commerce and 
Electragists. Charlie always prefaces 
his talks by explaining that no techni- 
cal “oratory” is intended, for, says he, 
“IT have disliked mere oratory ever 
since I studied Cicero in school.” 


F. N. Averill Returns 
From Cruise 

I’. N. Averill, president of the 
Fobes Supply Co. of Portland, Ore., 
Seattle, Wash., and of the Westing- 
house Electric Supply Co. at Spo- 
kane, Wash., Butte, Mont., San 
Francisco, Los Angeles and Oak- 
land, Calif., and Phoenix, Ariz., has 
just returned to Portland following 
a three months’ cruise around the 
Pacific, visiting the principal ports 
of Japan, east coast of China, Phil- 
ippine Islands, French Indo-China, 
Siam, Singapore, Jahore (one of the 
Federated Malay States), Java, Aus- 
tralia, Fiji, Samoan Islands, Hilo, 
and Honolulu. 

Souvenirs, representing the handi- 
work of master craftsmen of the 
(rient, were purchased on the trip. 
Mr. Averill also took many pictures 
of reptiles and wild animals that 
would do credit to a Johnson or a 
Salisbury. Mr. Averill’s family ac- 
companied him on the cruise. 

* * x 





Conron Distributing Holds 
Sales Meeting 
The salesmen of the Conron Dis- 
tributing Corp., Peoria, Ill., had a 
meeting on December 30, at the 
Creve Coeur Club. In attendance 
were the executives of the company 
and Roy H. Hartley, Philco factory 


representative. Mr. Conron dis- 


cussed in detail the Philco Distri- 
butor’s meeting which he attended in 
Philadelphia, explaining the 1930 
program and described the new 
Philco Model 76. 

A Philco dealers’ meeting was held 
at the Pere Marquette Hotel on Jan- 
uary 13. This was for the Philco 
dealers and their representatives in 
the territory of the Conron Distri- 


buting Corp. 
* * ok 


Western Light Moves Into 
New Building 


The electrical wholesaling frater- 
nity in Los Angeles has apparently 
decided to create an electrical Rialto. 
With the addition of the Westing- 
house Electric Supply Co. and the 
Western Light and Fixture Co., 
both of whom moved into their new 
buildings January 1, 1930, there are 
now six of the large wholesalers of 
the city within a few minutes’ ride 
of each other. The strategic value 
of the location has undoubtedly ap- 
pealed to all of them, as the district 
is only a short distance from the 
Santa Fe and Southern Pacific Rail- 
roads, close to the Arcade Post Office 
Station, the largest in the city, and 
handy to the shipping depots of most 
cf the parcel delivery truck lines, as 
well as the Pacific Electric Fast Ex- 
press Lines. 

These six wholesalers are to be 
congratulated also on their consider- 
ation of the convenience to the dealer 
of having most of his suppliers lo- 
cated so as to reduce his waste time 
in getting from one to another to a 
minimum. 

The new building of the Western 
Light and Fixture Co. is one of 
which J. L. Kline, the sole owner, 
can justly be proud. The store, 
conveniently arranged for the speedy 
handling of customer requirements, 


makes possible the slogan of this 
house, “Snappy Service.” Along the 
walls are cases containing a com- 
plete line of samples of all items 
handled, making a quick selection 
possible to the dealer, and the open 
bins to the stock rooms enable the 
store clerks to wait on customers 
with little or no delay. 

Mr. Kline’s office and that of the 
sales manager, Mr. Dwyer, are 
placed so that anyone entering the 
store is seen immediately and is. in- 
sured a warm welcome by one or the 
other of these executives. 

The telephone sales department, 
next to the sales manager’s office, 
has in it three telephone salesmen 
who have their perpetual inventory 
of stocks on the table in front of 
them at all times. Inventories are 
checked daily, in order to avoid mis- 
taken promises of delivery. 

The large and light warehouse 
has been well planned to fill orders 
with minimum delay. All stocks are 
on one floor, with wide aisles through 
which the assemblers work. The 
building is indented 22 ft. along one 
side, for customer parking, an im- 
portant consideration in Los Angeles, 
where the parking rules are not al- 
ways planned for convenience. 

A separate door is used for receiv- 
ing, large enough to permit the 
largest size trucks to back into the 
warehouse and unload the merchan- 
dise into the position in which it is 
to stay until sold, a great time-saver 
in the case of pipe, motors, cables, 
and so forth. The shipping depart- 
ment exit is enclosed with steel 
gates, where the trucks are locked 
when not in use. 

The Western Light and Fixture 
Co. is surely to be congratulated on 
its now home, which allows for the 
growth which this progressive con- 
cern will surely have. 


New Home of Western Light & Fixture Co., Los Angeles 
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THE NEW PLANT OF THE JOHN DEERE TRACTOR WORKS, WATERLOO, IOWA, JU. S. A. 





O. H. Eckerman, Architect, Moline, Illinois 
Max Sklovsky, Engineer, Moline, Illinois 


The internationally known John Deere 
Tractor Works are completely equipped with 


TRICO 


Renewable 


FUSES 


They’re ‘‘Powder-Packed”’ 






Located at Waterloo, Iowa, on 80 acres of ground, 
this notable industrial with a historical background, 
occupies 33 acres of floor space (1,437,480 square 
feet). 


For the enormous amount of machinery and equip- 
ment distributed over this vast area, and for an insti- 





Sweetman Electric Co., Electrical Contractor, Waterloo, Iowa 





TRICO FUSE MFG. CO., 1004 McKinley Ave., Milwaukee, Wis. 


Another Trail Blazing Industrial 


Pays Tribute to TRICO with a 100% Installation 


tution of such high character. electrical protection must 
be—dependable! And so TRICO Renewable Fuses 


were installed. 


This tribute to TRICO further strengthens the con- 
fidence that electrical engineers have in the depend- 
able and economical performance of TRICO Renew- 
able Fuses. 


Money-Saving TRICO Factors 


No Premature Blowings 
No Unnecessary Shutdowns 
No Oxidized Contacts 

No Charred Casings 
Copper-to-Copper Contacts 
Reduced Watt Loss 

Time Lag 


And they cost no more than other 
makes of renewable fuses. 
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makes the 
Electrical Supply Co., 
Pontiac, Mich. In the first row left 
to right are: Roy Wade, driver; L. S. 
Burnett, a stray contractor; and R. L. 
Woodworth, driver. The girls are: Miss 
Furtaw, bookkeeper, and Miss Teitel, 
stenographer. The four in the last row 
are: Norman Rosenberg, partner; O. C. 
Rusk, salesman, and E. L. Huntwork, 
counter. 


Here’s_ what 
‘round at the 


wheels go 





George A. Hill Joins Electric 
Corporation 

George A. Hill, formerly a local 
resident engineer with the Curtis 
Lighting Co., Los Angeles, has 
joined the Electric Corporation in 
that city as lighting specialist. 

* ok Ox 


Interstate Electric Elects 
New Vice-President 

Fred Johnson, branch manager 
of the St. Louis district office of 
the Wagner Electric Corp. for 21 
years, has been elected to the 
vice-presidency of the Interstate 
Electric Co., 4339 Duncan Ave., 
St. Louis, Mo. Prior to his ap- 
pointment as branch manager at 
St. Louis, Mr. Johnson was in 
charge of the Los Angeles office 
of the same company. 

* * * 


Electric Appliance Changes 
Name 
The Electric Appliance Co., San 
Antonio, Tex., has changed its name 
to the Westinghouse Electric Supply 
Co. 
* xk Ox 
Two Graybar Branches to 
Have New Quarters 
Definite plans have been made by 
the Graybar Electric Co., Inc., to put 
up a new building to house its Char- 
lotte, N. C., branch which is in 
charge of M. C. Beckner. New quar- 
ters are also being completed for the 
company’s branch which is being es- 
tablished at Durham, N. C. 


Tampa Radio Becomes 
Edison Distributor 

H. H. Silliman, eastern sales man- 
ager of Thomas A. Edison, Inc., 
has announced the appointment of 
the Tampa Radio Corp. as Edison 
radio distributors for the state of 
Florida. While headquarters will be 
maintained at Tampa the new dis- 
tributor intends to establish branches 
at Miami and Jacksonv.lle. 

* * * 


Lindley Electric Acquires 
New Building 

New quarters have been purchased 
by the Lindley Electric Supply Co., 
Philadelphia, and were ready for 
occupancy on or about Feb. 1. The 
company will now be under one roof. 
The warehouse is to be equipped 
with steel shelving. 

-.. . 


Electric Supply Obtains 
Larger Quarters 
The Electric Supply Co., Des 
Moines, Ia., took on the 22 by 132 
ft. space to the east of its present 
location. The company now has 
three fronts, 1206, 1208 and 1210 


Mulberry St. 
*k ok x 


Tulsa Electric Supply to 
Have Additional Space 
Additional 
amounting to about 4000 sq. ft. has 
been arranged for by the Electric 
Supply Co., Tulsa, Okla. 


warehouse — space, 


J. R. Siebert Weds Winston- 
Salem Girl 
J. R. Siebert, salesman for the 
Lambeth Electric Supply Co., Wins- 
ton-Salem, N. C., married Miss Dora 
Crews of that city on February 1. 
ee a 
F. R. Eiseman Drives South 
F. R. Eiseman, Secretary-treasurer 
of the Revere Electric Co., Chicago, 
and Mrs. Eiseman, left in the early 
part of February for all points south. 
‘They will drive through Florida and 
will also go to Havana. The trip 
wil take up about a month. 
+ 2.2 
E. G. Lafferty Travels Pacific 
Coast 
E. G. Lafferty, special contact 
manager, General Electric Supply 
Corp., Detroit, has been making 
a trip through Pacific Coast terri- 
tory. In traveling through the 
Northwest territory, Mr. Lafferty 
was accompanied by W. P. 
Swartz, Pacific Coast manager, 
Standard Electric Stove Co., Los 


Angeles. 
° + * 


Wilfred C. Bohling 

Marries 

Wilfred C. Bohling, vice-president, 

Tidewater Electric Co., New York, 

was married on February 11. The 

couple are spending their honeymoon 

in Bermuda. A bachelor dinner was 

given for Mr. Bohling on February 7 
at the Stratford House. 





Percy Briggs and Harry White, both of the American Electric Co., St. Joseph, 
Mo., were awarded national prizes by the Edison Lamp Works of the General 
Electric Co., Harrison, N. J., for outstanding mention in a recently conducted 


Star Salesmen’s Contest. 


Standing left to right are: R. D. Obermeyer, sales 


manager, Edison Lamp Works of General Electric Co., Kansas City; Harry 
White, lamp sales manager, American Electric Co.; L. E. Reid, president; Percy 
Briggs, southwestern representative; George C. Isham, managing director, pub- 
licity department, Edison Lamp Works, Chicago, and in the background, J. R. 
Steele, sales manager, American Electric Co. 
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*MAGNET WIRE AND COILS +RUBBER COVERED+ 
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F ollowing the 


Ranges, refrigerators, washers, 
cleaners—in every community 
more and more appliances are 
going into homes of every size 
and type. 


To make such sales easier by 
lowering the cost of conveni- 
ence outlets; to increase profits 
and number of jobs to be wired, 
RomeX is ideal for both new 
and old wiring. 


leader—RomeX 


It is a leader—and appliances 
quickly fall in line. Lighter to 
handle, easier to fish through 
small spaces, needs fewer fit- 
tings—RomeX gives a safe, re- 
liable job at lower cost to the 
home owner and good profits 
for the contractor. 


You'll get complete facts from 
the latest RomeX book. Shall 
we send a copy? 


ROME WIRE COMPANY, Rome, New York 


Division of General Cable Corporation 


ROME 


2936-R 


WIRE 
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F. D. Phillips with Tafel 
Electric 
F. D. Phillips has been elected 
to the board of directors of the Tafel 
Electric Co., Inc., Louisville, Ky., 
































Quality Products plus 
Co-operation........ 


A.C.L. Co. products are widely known for their quality—products 
that save time and labor on the job. 


For 42 years we have satisfactorily served the electrical trade with 
“Better Wiring Materials’—and as we enter the third month of 
1930 we find our products ‘“‘going over” better than ever. 


Why? 


Because each item in the complete line is carefully designed and 
sturdily constructed to stand the test of time; because we co-operate 
with the jobber to the fullest extent; because our line is advertised 
extensively to contractors (your customers); because our repre- 
sentatives’ work in the field directly ties in with your salesmen. 


Stock the line and be in a position to service quickly with these 
“Better Wiring Materials”. 


“‘Red Seal’’ ABC 
Licensee Patent No. 1687013 
Other Pats. Pend. 


‘“‘Loomflex’”” Non-Metallic 
Flexible Conduit 
Pat. Nos. 1111806 and 1635829 


Boxes & Fittings 
“A Complete Line’’ 


AMERICAN CIRCULAR 
LOOM COMPANY 


90 West St. 


““Xduct” and “‘Electroduct” 
Standard Rigid Conduit 


“‘Red Seal’ Metallic 
Flexible Conduit 


‘‘Loomflex Cable’’ 
Non-Metallic Sheathed 
| 


Cable 
Pat. No. 1635829 


New York 


Offices in Principal Cities 












































F. D. Phillips 


and will officiate as vice-president of 
the company. Prior to this connec- 
tion, Mr. Phillips was associated 
with the Commercial Electrical Sup- 
ply Co., St. Louis, in the capacity of 
sales manager. 

The company is setting up a sepa- 
rate section for the handling of its 
“Radiola” business. This depart- 
ment will be in charge of John S. 
Kelley, Jr., secretary and treasurer 
of Tafel Electric. Mr. Kelley is well 
known in Louisville, having been 
| successful in sales and sales direction 
| there for the past 10 years. 
| * ok 

Champlain Electric Co. Ac- 

quires New Location 

With its new location at Park 
Avenue, the Champlain Electric Co., 
Burlington, Vt., has acquired a new 
fire-proof building, together with. 
| 25,000 sq. ft. of floor space. 
ie 

Jersey State Electric 
Improves Store Front 
| The store front of the Jersey 
| State Electric Co., Elizabeth, N. J., 
| has been improved and re-decorated 
| to add to the display facilities of the 
company. 
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BENJAMI 
Elliptical Angle 
Reflectors Pat 
Lighting from 
the Side... 



















range of lighting requirements. 






It gives a good distribution of light on a ve 
surface, such asa building exterior or wall sign; over 
a horizontal surface, such as a swimming pool 
the yard and drives of a gasoline service station 
and over both horizontal and vertical surfaces a 
the same time in industrial and other locations. 

















It is the most practical application of lighting 
from the side, without direct glare from the sourc 
of light. 


There are so many places where the use of 
reflector directly overhead is impracticable or yh- 
desirable, that the many advantages of the Beglja- 
min Elliptical Angle Reflector should be 
vestigated. 










tical Angle Reflector. 
















For Lighting Vertical Surfaces 
















BENJAMIN ELECTRIC MFG. CO.. 


General Offices and Factory: 


DES PLAINES (Chicago Suburb) ILL. 


Divisional Offices and Warehouses: 
247 W. 17th Street, New York Lil N. Canal Street, Chicago 448 Bryant Street, San Francisco 
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Contractors 
are buying 
these Tools 


HE reason they are buying 

them is because there is a 

real, definite demand for 
tools that will cut the labor cost 
of wiring. Old methods of en- 
larging holes for conduit in junc- 
tion boxes, switch cabinets, etc., 
require from many minutes to an 
hour or more. With Greenlee 
Knockout Tools this time has 
been reduced to 114 minutes or 
less. 


Introduced only a few months 
ago, these tools have met with a 
most enthusiastic reception on 
the part of the contractors. They 
recognize them as real time and 
labor savers, which pay for them- 
selves many times over. This is 
shown by the remarkable 
response being had from the di- 
rect-mail publicity and from the 
advertising being run in the Elec- 
trical Contracting and Hardware 
magazines. 


If you are handling the Greenlee 
Knockout Tools, remember you 
have a line that sells on its merits, 
and one that will pay you well 
for pushing it. If you haven't 
taken on these tools, you should 
do so now, in order to take ad- 
vantage of a demand that is 
growing daily. 


The Knockout Punch 


These come in sets packed in 
leather cases. The No. 735 con- 
sists of 4 punches to enlarge 
holes for 42, 3%, 1, and 114” 
conduit. The No. 737 set has 
2 punches for 114 and 2” con- 
duit. 


The Knockout Cutter 


The No. 740 Cutter is used for | : Bete 
| associates and within a year larger 


the same work as the Punches, 


| 





| 





| 
| 
| 


Akron General Electric Issues 
Personality Folder 

“Personalities Are the Backbone of 
Business” is the title of the newest 
mailing piece recently distributed by 
the General Electric Supply Corp., 
Akron, O. The folder introduces to 
the trade the personalities responsible 
for the excellent service maintained 


by this house. 
x ok x 


| Twenty-five Years of Faith- 


ful Service 
On January 25,°1905, the Ameri- 
can Electrical Supply Co., under th: 
leadership of C. E. Browne, opened 
its doors at 87 Wells St., Chicago, as 
an electrical supply jobbing house. 
Many there were who scoffed at 


A. F. Hearl 


the idea of this man attempting a 
thing of this kind in the face of the 
existing competition. Others more 
kindly inclined said that after six 
months or a year at the most Mr. 


| Browne would realize his error and 
| close up. 


Contrary to all these predictions, 


| the business prospered beyond the 


but is made to handle larger | 


hole sizes. The standard tool is 
for holes to take 1Y, 
and 3”. conduit. Both 
make a clean, round hole—no 
reaming or filing required. 


Write for prices and complete 
descriptive matter today 


GREENLEE TOOL CO. 


Rockford, Illinois 


2, Bye | . 
tools | ot. Here, too, success continued un- 


| derful personality of Mr. 


hopes of Charley Browne and _ his 


quarters were necessary and the 
business was moved to 211 E. Lake 


der the keen management and won- 
Browne. 


| Many fine business associations were 
| formed that have continued on and 
| on through all these years. 


In 1911 it again became necessary 
to seek larger quarters to accommo- 
| date the growing business and the 
| company moved to 955 W. Washing- 
ton Blvd. 
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N° 7718 





PORCELAIN RECEPTACLES 


\ 















Show them for fixture assemblies 
etc. as the high-grade, LOW- 
priced Receptacle. No. 7718 has 
screw terminals for through wiring. 
No. 7720, concealed terminals 
for through wiring. No. 7721 has 
9” wire leads, of No.14 stranded 
rubber-covered wire. No. 7722, 
9” wire leads of No. 18 stranded 
rubber-covered wire. Prices, 
Competitive. Quality, ARROW. 
Quantity sales for every salesman 


who «talks» them to his trade. 


IELEGTRIG DIVISION 


THE ARROW -HART & HEGEMAN ELECTRIC Co. 
HARTFORD,CONN. 
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Showcase lighting unit for 
T-10 Standard Base Tubu- 
lar lamp—also available 
in completely wired and 
assembled sets. 











Refrigerator Lighting 


Exterior Refrigerator light 
for surface wiring. Use 
AE eee T-10 standard base tubu- 
lar lamp—can also be 
furnished in completely 
wired and assembled sets. 


Picture Lighting 


Picture light for T-10 
standard base tubular 
lamp—furnished complete 
with 9 feet silk cord and 


plug. 


The accompanying il- 
lustration shows the 
March Day-Brite Job- 
ber’s Bulletin. No. 96 
is a big seller for wall 
case and small show- 
window lighting — see 
this chart at your home 
office. 











3825 Laclede Ave.- Saint Louis 








The company attained most of its 
success at this location. Here great 
strides were made, new _ business 
friendships were added and the com- 
pany soon took its place as one of 
the leading electrical supply jobbers 
of Chicago. 

In 1914 the company took over 
and added to its volume the business 
of the Dearborn Electrical Co., that 
for years had been owned and op- 
erated by Chas. Messer. 

The officers of the company, hav- 
ing foresight, had purchased some 
property at 117-123 S. Morgan St. 
and when larger quarters were again 
required, they erected a three-story 
and basement brick building on this 
land and in February, 1923, moved 
into their own home where the busi- 
ness has since been carried on and 
where the necessary expansion can 
be made from time to time. 

This is a modern building, care- 
fully designed after many years of 
experience in the supply business, to 
enable the company to render to its 
customers the particular type of 
service required in this day of speed 
and when unfailing promptness is a 
necessity. 

In 1925 the company purchased 
and added to its volume the jobbing 
business of the Freeman-Sweet Co. 

At this same time, because of the 
fact that the jobbers distribution area 
was being rapidly cut down by the 
establishment of more and more job- 
being centers, the company opened a 
branch house at Moline, IIl.. unde~ 
the management of K. R. Hills who 
had caught the .“American” spirit 
and he has matched the success of 
the parent company and has con- 
stantly increased the volume of busi- 
ness from his territory each year to 
the point where 1929 was a remark- 
ably successful year in both business 
and profits. 

In the joy of celebrating their 25th 
anniversary in January, the officers 
feel that they have much to be happy 
about. The company is firmly estab- 
lished and is doing a nice volume of 
business with a class of trade in 
whom deep confidence has been built 
up, with all indications of a contin- 
uance of their successful past. 

Only one sad thought dampens the 
joy in the hearts of the officers and 
employes of this company as they 
reach this happy anniversary date. 

This sadness is because of the sud- 
den loss, by death, on July 6, 1929, 
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THIS 





ing of contacts at the “make” 

cannot be overcome by shunting 
a double pole switch to operate as a 
single pole switch. Besides being in- 
effective and obviously uneconomical, 
this practice extends the trouble... It 
adds two more contacts to burn and pit. 


Fits feo has shown that burn- 


Shunting merely increases switch capa- 
city. It does not eliminate burning of 
contacts at the “make” because this 
trouble is not due to low carrying 
capacity. It has been traced directly 
to the design of the switch contacts. 


A problem of contact design... 


will not 


heavy load of fusing current will burn 
and pit the contacts. In a short time 
the switch will fail completely. 


These new contacts 
will not burn at “make’’ 


Hubbell engineers eliminated the chief 
cause of switch failure when they per- 
fected the radically new form of con- 
tacts used in the new line of Hubbell 
Switches. These contacts are scientifi- 
cally designed so that recoil and vibra- 
tion are practically eliminated. They 
will not burn and pit—even when in 
circuit with type “C” lamps. 

Check the other new Hubbell Toggle 
Switch features listed here. Further 
information will be gladly supplied. 








The contacts in a switch control- 
ling the highly efficient type “C” 
lamps, now widely used, receive 
an enormous inrush of current 
at the instant of ‘make’. The 
load is estimated at ten to twelve 
times the normal current after 
the cold lamp filament becomes 
heated. If the design of the con- 
tacts permits recoil when the 
contact blade strikes between the 
ends of the contact spring, the 























HARVEY HUBBELL, INCORPORATED 
BRIDGEPORT, CONNECTICUT 
Boston Mass., 176 Federal Street; Atlanta, Ga., 
H.C. Biglin, 138 Marietta Street; New York, 
N.Y., 122 E. 42nd Street; Chicago, Ill., 318 
W. Washington Street; Denver, Colo., T. H. 
Bodfish, 1109 Broadway; Philadelphia, Pa., 
Fifth Street, Phila. Bourse (Exhibition Dept.) 





Electrically and Mechanically 
Perfect in Design—"Approved”’ 


A radically new form of contact spring scien- 
tifically designed so that two different rates 
of vibration are set-up in the spring; one 
tending to counteract the other. Thus recoil 
is practically eliminated in the ends of the 
contact spring when the solid metal contact 
blade strikes between them. As a result, 
burning and pitting of the spring is prevented 
—even when in circuit with type “C” lamps. 
An automatic “kick off” prevents sticking of 
blades in contact. 

Commutator support is perfectly insulated. 
Commutator blades rigidly riveted to carrier, 
insuring positive alinement. 

Spring arm is pivoted on a round shaft, seated 
in a symmetrical bearing, facilitating faster, 
smoother action without wear. 

Operating mechanism is separate from the 
bridge and perfectly insulated. 

A solid bridge with ears lies in a recess 
across Bakelite cover — entirely insulated; 
perfect alinement and rigidity insured. 
Each wiring terminal is held by two screws. 
Bakelite casecompletely enclosesmechanism. 


A complete line to meet any need — 


9801— Single Pole, 5 amps. 250 volts; 10 
amps. 125 volts 
9802— Double Pole, 10 amps. 250 volts 


9803— 3-way, 5 amps. 250 volts; 10 amps. 
125 volts 

9804— 4-way, 2 amps. 250 volts; 5 amps. 
125 volts 


9805— Single Pole, 20 amps. 250 volts 
9806— Double Pole, 20 amps. 250 volts 


@ HUBBELL 
Toggle Switches 
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You Can Sell Ventilation 
All the Year 
"Round 


T HERE are no such things 
as “seasons” for fan selling. 
Air freshening is as necessary 
in March or December as on 
the hottest day in July. 
Steaming kitchens in restau- 
rants and homes; industrial 
plants where men work in 
dust or fume-laden air; bank 
vaults that never saw the 
sunlight; elevator cars in city 
skyscrapers—there is a ven- 
tilating job to be done all 
around—all the time. 


Are you ready with 
the fan line that fits?— 
that’s the DIEHL Line. 


With this line you 
can sell ventilation all 
the year ‘round — and 
there are big profits in 
such selling when your 
efforts are backed up 
with the sound quality, 
serviceability and co 


operation that DIEHL 


offers. 


A Fan for Every 
Ventilating Need 


























DIEHL FANS 








Diehl 


Manufacturing Co. 


Electrical Division of 
THE SINGER MFG. CO. 
Elizabethport New Jersey 
Atlanta Columbus Philadelphia 
Boston Dallas Pittsburgh 
Chicago New York St. Louis 














of C. E. Browne, the company 
founder. Had he been spared but 
six more months of life, he, too, 
would have enjoyed the happiness 
and realization of those 25 years of 
faithful service to the trade and the 
industry with the ultimate success he 
had worked so hard for. 

Mr. Browne has been succeeded in 
ofiice by A. F. Hearl, his close per- 
sonal friend and business associate 
for the past 23 years. 

Mr. Hearl joined the organization 
early in 1907, has always had an ac- 
tive nart in the business, and has al- 
wavs worked side by side with Mr. 
Browne in all the details of the busi- 
ess Management. 

He is fully qualified and thor- 


| oughly competent to carry on the 
| business in the same manner that has 
| characterized it throughout all these 


| vears, 


Many of the salesmen and em- 
ployes are “old timers” in the service 
of the company and the atmosphere 
in the business has all the appear- 
ance of one large happy family with 
the consequent co-operative spirit in 
all its departments that builds suc- 


| cess in any business. 


The company has distributed as 
souvenirs of the occasion a beautiful 
set of bridge cards, and matches 
carrying a specially designed cover 
of the home, its service and the man 


| at the head, A. F. Hearl. 


Substituting sun for sun-lamps. Here 
is N. Gertler of the Gertler Electric Co., 
New York, absorbing Sol, sea and at- 
mosphere at Miami Beach, Fla. He 
writes from the tropics sending his best 
regards to the electrical fraternity with 
the suggestion that business could not 
be any worse without him and hopes 
that it is better in his absence. He 
doesn’t look very worried. 
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He and Mrs. Cody had ridden too far 
from town. The careening buggy 
raced toward Salina with the Indians 
galloping their ponies to cut them off. 
In Cody’s hand was his Colt; the muz- 
zle pointed to his wife’s head. “It’s 
better for a woman to be dead, Lou, 
than to be in their hands. I want to 
be ready so that if they get me I can 
pull the trigger before I fall.” 


Rescue came just in time. Buffalo Bill 
did not have to pull the trigger, but 
during that harrowing race his Colt 
was ready to protect the one 
thing he held dearest in life. 


What stories those old Colts 
could speak if only they 
could talk, but speech for 


COLT’S PATENT FIRE ARMS MFG. CO., 


Established 1836 


‘ELECTRICAL MEN,TOO 


Immediate and hearty acceptance is a 
vote of confidence that has been ex- 
tended by the industry to every new 
product that has been announced by 
Colt. And now the new Quadbreak 
Type “A” Safety switch is winning 














“Injuns! Take these reins!” 


Commanded Buffalo Bill 






OLT 
DAR 















them was limited to the sharp crack 
as a Colt leaped in an emergency. 


The same company that gave protec- 
tion when the West was young, is 
today giving industrial protection 
through the Noark line of safety 
switches and meter protection de- 
vices. Methods of fine mechanical 
precision that have made the Colt 
known around the world are today 
fashioning Noark devices—for Colt 
has always specialized on the manu- 
facture of things mechanical. That 
is why Colt selected Noark 
seven years ago to become 
one of its products and re- 
ceive the skill of manufac- 
ture so typical of whatever 
Colt attempts. 


Electrical Division, HARTFORD, CONN., U.S.A. 


Electrical Division 1886 





HAVE CONFIDENCE IN NOARK” 


favor everywhere. Have you seen it? 
Send for catalog ‘“‘F’’ and detailed de- 
scription. The “Rampant Colt,’’ an in- 
teresting publication, will be mailed on 
request. 
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It Sells ’em! 


The new Jobber’s Salesman’s Port- 
folio for 1930 will help you sell 
Emerson Fans easier and quicker. 


This new selling help emphasizes the 
big selling points of the Emerson line 
and does it in picture book form so 
your dealers get the Emerson Fan 
Sales story quickly and in the most 
convincing way. 

It’s just good business for you and 
your house to have every dealer see 
this new portfolio. 


THE EMERSON ELECTRIC MFG. CO. 


2018 Washington Ave., Saint Louis 
806 W. Washington Blvd., Chicago 
155 Sixth Ave., New York City 





| 


| 
| 
| 
| 


Lindley Electric Team Out 
for Bowling Trophy 

The bowling team of the Lindley 
Electric Supply Co., Philadelphia, 
has a good change to win the first 
half of the Electrical Jobbers Bowl- 
ing League. The team has three 
more games to play than all other 
teams and is one point back of the 
leaders, the Graybar Electric Co., 
Inc. The members of the team are: 
A. Wick, C. Furness, L. Straub, J. 
Patterson, H. Armitage and L. 


Shelton. 
k oe x 


W. J. Flannery 
(Continued from Page 16) 


that customers will always buy from 
them—establishing and maintaining 
a personal contact with customers 
not only by salesmen but by storemen 
and those handling telephone in- 
quiries and orders—and getting and 
retaining the customer’s confidence, 
are reasons Mr. Flannery gives for 
the company’s success. 

Above all else he gives credit to 
the efficient, loyal and cooperative 
spirit of his employees as being re- 
sponsible for the success of the Balti- 
more Electrical Supply Co. A 
notable record and one they are 
proud of is that practically everyone 
employed by them during the first 
and subsequent years is still in their 
service either in Baltimore or one 
of the branches—boys who originally 
ran errands are now salesmen, store- 
managers, etc. Indeed it reflects 
much to the credit of Mr. Flannery 
that he has had the ability to sur- 
round himself with such a high cali- 
bered personnel. 

Like retaining employees he be- 
lieves in establishing the same rela- 
tions with their source of supply— 
the manufacturers. A large part of 
their stock, such as conduit, wire, 
schedule material, steel flexible cable, 
lamps, etc., is today purchased from 
the same manufacturers that he 
started to do business with nearly 
25 years ago. 

Mr. Flannery’s personal life has 
been nearly as active as his business 
career. He has been a widower for 
the past sixteen years and has raised 
a family of eight children—five boys 


and three girls. As he fittingly says, 
“between the business and family | 
have no time for golf.” 

His three younger boys are attend- 


B@ E:MERSON FANs 
ye i: 5-Year Guarantee 
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Set this simple indicator dial to “‘silk’’, ““wool’’, ‘‘cotton” or “linen” and the Proctor 
tunes in the ironing heat which science says is best to quickly, safely iron that fabric. 


PR OCTIdIOR 
The Only Iron With All These Sales Features 


Take the best iron you can think of, duplicate all its fine —“wool” and “linen”. The Proctor dial provides for them 





points, then begin selling where it leaves off—because all— and paves the way accordingly to quick sales. 
Proctor has all these features and more—Proctor “Tuned 

‘ “ The. worry of over-heating ... scorching ... burning is 

lroning Temperature . : ; 

ended along with the guessing at ironing temperatures! 

The Proctor ends all guessing as to the proper ironing This exclusive Proctor principle of close, accurate, 


temperature for different fabrics. The housewife need safe control of ironing temperatures is delighting 









no longer puzzle herself with “low”, “medium”, “high”, hundreds of thousands of users. It will delight your 
—at best, indefinite and meaningless guides to iron- customers—make salesmen of them... all boosting 
ing heat regulation. you and Proctor. 
With the Proctor original and distinctive adjusting In every other way Proctor measures up; in its 
dial she knows. She knows that merely by setting beauty, perfect balance, extra large ironing sur- 
this dial at “silk” she gets exactly the right degree face, convenient heel-rest. And its approval by the 
P of heat for ironing silk; she knows that by setting Underwriters’ Laboratories, Good Housekeeping 
4 this dial at “cotton”, she gets exactly the right de- Institute and other authorities further clinches E , 
4 gree of heat for “cotton”; and so with other fabrics sales. Write now for complete literature. § 4 


Pn 


tgs. 4 
oe 


PROCTOR & SCHWARTZ ELECTRIC COMPANY Ve 


7th Street and Tabor Road, Philadelphia, Pa. 


Dh 
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millions 
of 


women 
are 

working 
for 


























\1 NON-METALLIC 





March, 1930 


THE JOBBER’SMA)SALESMAN 





55 





CS REC RaRa ay 


Pte. Ge Btn — " poner ware am nmi 
aegis ec. renner ae hak ie snations 


— they are buying and 
using, appliances that 





demand adequate 
wiring, 


And it’s Non-Metallic Sheathed 
Cable business—for they need 
wiring systems that are more 
economical — more complete 
—and built to give uninter- 
rupted service for as long as 
the house stands. 
Non-Metallic Sheathed 
Cable is easier to handle— 
easier to fish through old walls 


—easier to get to the job—eas- 
ier to stock — all points upon 
which you can effect savings. 

You can pass these savings 
along, and yet make a good 
profit by using Non-Metallic 
Sheathed Cable. 

Remember: There’s more 
profit in Non-Metallic 
Sheathed Cable. 


If you want further information, write to any of the 
Licensed Manufacturers listed below, for the booklet 
—" Where and How to Use Non-Metallic Sheathed Cable” 


American Circular Loom Company 
Anaconda Wire and Cable Company 
Collyer Insulated Wire Company 
Eastern Tube and Tool Company 
General Electric Company 
National Metal Molding Division 


National Electric Products Corporation 


Rome Wire Company 
Division of General Cable Corporation 


The Wiremold Company 
Triangle Conduit Company, Inc. 


The above Manufacturers are Licensed under Non-metallic Sheathed 


Cable Patents number 1439323; 1520680; 1203788; 1673752. 
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Not Trice per foot 
BUT LENGTH of 


Determines 


Cost of Wire pat Cable 


Unlike many other materials, wire and cable are 
comparatively small items in building specifications, 
though they be of prime importance. This circum- 
stance makes volume sales dependent more upon 
high quality than price.. When you sell wire that 
doesn’t come back you make customers who do. 
When you sell Crescent products you meet the owners’ 
and contractors’ demands for performance and, in 
addition, you gain their confidence and satisfaction 
that prove steady producers of repeat business. 


CRESCENT Products 


“Crescent” National Electric Lamp, Heater, Brewery, Canvas- 
Code Rubber Covered Wire ite and Packinghouse Cords; 
and Cable. Plain Rubber Sheathed and 

Braided Portable Cords; Ele- 
;. vator Lighting, Control and An- 

“Imperial” nunciator Cables; Borderlight 
ered Wire and Cable. and Stage Cables; Dampproof 

“Crescent” Lead Encased Wire Office and Annunciator ires 
and Cable. and Cables; Special Flexible 

“Crescent” .B.C. Armored Cords, Cordage and Cables -for 
Bushed Cable. Telephone Instruments and 

“Crescent”? Lead Covered Arm- Radio; Magnet Wires — cotton 
ored Cable. and silk covered; Organ Wire 

“Crescent” Flexible Metallic and Cable; Bare and _ tinned 
Conduit. copper wire and cables. 





RESCEN]| 


Insulated Wire and lable Co. 


CRESCENT ARMORED WIRE CO. 
TRENTON N.J. 


Forty-one Years of Knowing How in Every Crescent Product 








H. P. (Horsepower) Andersen, city 
salesman at the Westinghouse Electric 
Supply Co., Chicago, leads that com- 
pany’s salesmen in total volume of sales 
on the new lines of “Protex” and 
“Vaportex” extension lamps. He is also 
doing a mighty fine job on other lines. 





ing high school and college. His 
eldest son, John P. Flannery, age 26, 
is vice-president of the Flannery 
Electrical Supply Co., Miami, Fla., 
and the other son, A. J. Flannery, 
22 years old, is a salesman for the 
Baltimore Electrical Supply Co., 
Baltimore. 

Mr. Flannery’s residence is in 
Mt. Washington, a suburb of Balti- 
more. He spends a portion of each 
winter in Florida with some of his 
family. Indeed his favorite diver- 
sions are automobiling and associat- 
ing with his family and encouraging 
athletics. He is a member of the 
Merchants’ Club, the Baltimore Ath- 
letic Club, the Chamber of Com- 
merce, the Knights of Columbus, and 
the Mt. Washington Country Club. 

To have made such a success in 
all of the undertakings in both busi- 
ness and private life is in truth an 
accomplishment of which to be proud. 

ie oe 


Hands Across the 
Counter 
(Continued from Page 14) 


still quite convincing to the dealer. 

This man had a sample electric 
heater with him; we knew his con- 
cern from previous dealings and we 
knew the product, which was an ex- 
cellent make, although costing con- 
siderably more than those we had 
been carrying in stock. 

We are somewhat skeptical about 
being able to sell a heater in that 
price class but he said he was so 
sure we could sell them that hé was 
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“USE A 


KONDU 


INSTEAD OF 
A THREAD”’ 





"ASK THIS 


Ask experienced electrical contractors 
and maintenance men why they prefer KONDU 
Threadless Fittings, and they'll tell you: 

“KONDU is the simplest and 
quickest fitting to install, or to take 
out of a line when making changes. 
KONDU saves as high as 50% of our 
labor cost on conduit installation.” 


SIMPLEST: No threads to cut— no 
threading machines, or pipe stocks and 
dies. No tools but a wrench. 


QUICKEST: Just slip the KONbu fitting 





QUESTION— 


the sharp grounding rings of KONDU bite 
right through, giving a perfect ground. 


TAKES THREADED CONDUIT 
TOO: You can use odd lengths, just the 


same as new conduit. 


EASIEST FITTING TO CHANGE: 
You'll like the easy way KONDU comes out 
of the line— your men don’t have to disturb 
any of the conduit to make a change. 


Write for our booklet ‘‘Facts You Should 
Know About Kondu.”’ 


over the ends of the conduit, and a few 
turns of the lock-nut at each end put the 
KONDU in fo stay— never known to loosen 
from vibration. 


ERIE MALLEABLE IRON COMPANY 
Kondu Division 
600 West 12th Street, ERIE, PA. 


Canadian Representative: 








NO SCRAPING OF ENAMEL, as 


Kondu Manufacturing Co., Ltd., Preston, Ont. 














Seer aires 2 ae ae 
FIRST CAN BE TAKEN 
IN THE FIELD OF OUT OF THE LINE 
THREADLESS ANYWHERE 
FITTINGS— AT ANY TIME 
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WADSWORTH 


Channel Banking Type Switches 


QUALITY & SAFETY! 


Wadsworth Safety Electric Switches are known 
by Electrical Contractors for their unusually 
easy wiring. Abundant knockouts and adapta- 
bility to any kind or size of installation help to 
make Wadsworth Switches one of the most 
popular makes on the market today. And job- 
bers, there’s many advantages in this line for 
you! Large and ready market, rapid turnover, 
and a Jobber Policy that protects you and as- 
sures you of increasing profits. Write today for 
more information on this profitable line. 


There’s a 
WADSWORTH 
Switch 
For Every 
Installation 





The Graybar Electric Co., New York, 
announces the appointment of Don M. 
Julien as advertising manager of the 
company. In 1927, one year after the 
Graybar organization was formed, Mr. 
Julien was transferred to the New 
York executive headquarters of the 
firm and appointed assistant advertis- 
ing manager. His latest promotion 
comes after two years of service in the 
New York office. 





entirely willing to leave it with us, 
let us find out for ourselves, pay for 
it when we sold the item, and if we 
failed to sell it and did not wish it, 
he would pick it up on his next call. 

He left it. 

We sold it—and learned. 

And please understand, his house 
does not sell goods on consignment. 
This was his method of letting us 
sell ourselves on the merchandise. 

A jobber’s salesman converted us 
to the line of electric fuses that his 
house sold by interesting us in the 
special metal display fixture they 
were at that time giving with a cer- 
tain assortment. He explained how 


| this fixture, displayed on the dealer’s 


counter, was bound to make extra 
sales and as it looked good, we took 
them on—and are still selling this 
make. 

If he had merely jasked if we 
needed any fuses, we would doubt- 
less have said that we carried an- 


other make and did not wish to 
change as they were entirely satis- 
factory to us and to our customers. 
His approach and suggestion brought 
the order. 

One jobber’s salesman called our 
attention to a certain scale of rebate 
for the year’s quantity purchase of 
a nationally advertised brand of dry 
cells that was being offered to deal- 

| ers at the time by the manufacturer, 
| through the jobber. 


No. 362-372 
Channel Type Switches 
with branch circuits Accessible Fuse Type 
arranged for single with No. —2 Attached 
fusing. Note Bossed End 


The WADSW TRICMFGE INC. 
ale 


Catalog No. 1451-T 
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Your customers see it as the BIG 
thing in switch-values. Precision 
mechanism, with the “’ balanced 

movement” which lessens jar and 
wear. Contacts of a special 


metal to stand the surge of cur- 





““make’’ with gas- 


rent on the 
filled lamps in circuit. Reliability 

built solidly on 40 years of fine 
switchmaking. . . Your new Cata- 


logue ’’U” has latest listings. 





a 
YHAKT & HEGEMAN DIVISIONS. 


THE ARROW-HART & HEGEMAN ELECTRIC CO. 
Batis CONN. MAKERS OF ELECTRIC SWITCHES SINCE 1890 ~ >. 
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Recent Addition to New York’s Sky Line 
FULLER BUILDING 


WALKER & GILLETTE 


Architects 


TENNEY & OHMES 


Engineers 
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SKY HIGH QUALITY 


Berk ry SwIICHES 


METROPOLITAN DEVICE CORPORATION 
1250 Atlantic Avefiue, Brooklyn, N. Y. 








Prior to this information, we had 
been purchasing them from whatever 
jobber happened along. All jobbers’ 
salesmen had this to offer to deal- 
ers—but the rest of them just didn’t 
bother to tell us. As a result, he 
got all of our business in dry cells 
for two years. 

I mentioned the sample heater 
proposition. And, thinking of sam- 
ples, if I were a jobber’s salesman, 
considering all of the many small 
fixtures, appliances, repair and re- 
placement items sold by the trade, I 
should most certainly carry a good 
assortment along with me, on my 
road trips. With a car, this is not 
difficult and a dealer does like to see 
what he is buying and it often makes 
the difference of whether he buys 
(from a sample) or just looks at a 

printed page—and does not buy. 

“Hands across the counter” seems 
to signify real service to the dealer; 
helpful suggestions and friendly ad- 
vise ; showing him what he is apt to 
purchase and, in the right way, in- 
dicating how other dealers are dis- 
playing and selling the product. 

By doing these things, friendly 
hands will be extended across the 
counter and in so many cases, orders 


will be given. 
. +2 


Colonial Electric 
Issues Catalog — 
The Colonial Electric Co., Phila- 
delphia, has released its first catalog 


consisting of 400 pages with a cloth 
binding. 





This chap is a pretty consistent prize 
winner in the contests he enters. His 
latest is the one given for selling the 
largest amount of products of the Met- 
al Ware Corp., in the July section of 
THE JOBBER’s SALESMAN. Charles Draper 
has been both a husband and father for 

















some time but he is still retaining his 
interest and ability in athletics. 
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The Schroeder Hotel, 
Milwaukee, Wis., in 
which Youngstown- 
Buckeye Conduit assures 
permanent protection to 
the electrical wiring. 
Architect — 
HOLABIRD & ROCHE 
Chicago 
General Contractor— 
WALTER W. OEFLEIN, 
INC., Milwaukee 
Electrical Contractor— 


HERMAN ANDRAE ELEC- 
TRICAL CO., Milwaukee 





YOUNGSTOWN BUCKEYE 
CONDUIT IS PRE-SOLD FOR 
YOU AND RE-SELLS ITSELF 


b *  espaedehic rigid conduit is used 
throughout the American Con- 
tinent you will find that Youngstown 
Buckeye Conduit has already been 
pre-sold for a widespread 
advertising and through its unfailin 
ee in thousands of instal- 
ations. 


And Youngstown Buckeye Conduit 
has the added feature of re-selling 
itself. Because it is so tough and 


durable, so easy to bend, so cleanly 
threaded, so easy to install and affords 
permanent protection to the electrical 
wiring, one order almost invariably 
leads to another order. 


These features make Youngstown 
Buckeye Conduit a profitable line for 
electrical jobbers, and are factors 
which have helped make Youngs- 
town Buckeye the most widely used 
rigid steel conduit in America. 


DISTRICT SALES OFFICES 
ATLANTA—Healey Bidg. DETROIT—Fisher Bldg. PHILADELPHIA— 
BOSTON-—80 Federal St. KANSAS CITY, MO.— 


BUFFALO—Liberty Bank Bidg. 
CHICAGO—Conway Bidg. 
CINCINNATI—Union Trust Bidg. 
CLEVELAND—Term’! Tower Bldg. 
DALLAS—Magnolia Bldg. 
DENVER —Continental Oil Bldg. 


Commerce Bldg. 
MEMPHIS—P. O. Box 462 
MINNEAPOLIS — Andrus Bldg. 
NEW ORLEANS—Hibernia Bldg. 
NEW YORK—30 Church St. 13th and Locust S 
PITTSBURGH—Olliver Bldg. 


Franklin Trust Bldg. 
FRANCISCO— 
55 New Montgomery St. 
SEATTLE —Central Bldg. 
ST. LOUIS —Shell Bldg., 


ts. 
YOUNGSTOWN-— Stambaugh Bidg. 


LONDON REPRESENTATIVE—The Youngstown Steel Products Co., 
Dashwood House, Old Broad St., London, E. C. England 


THE 


YOUNGSTOWN 


SHEET 





AND Fie es 


COMPANY 





One of the oldest manufacturers of copper steel, under 
the well-known and established trade name “Copperoid” 


General Ofices—-YOUNGSTOWN, OHIO 


GALVANIZED SHEETS PROTECT 








SAVE WITH STEEL 
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Harry Alter is the Newly Elected 
President of the Radio Wholesalers 
Association, 1s Vice-President of the 
National Federation of Radio Assoct- 
ations, Past President of the Midwest 
Radio Trades Association and Presi- 
dent of the Harry Alter Co., Chicago. 
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ADIO 


One of the most important developments at the 
recent radio convention at Cleveland was the 
decision to take steps to prevent over-production. 
In this editorial, Harry Alter, the newly elected 
president of the Radio Wholesaler’s Association, 
points out the many advantages of the system 


NE of the bright spots of the recent con- 
O vention of the National Federation of 

Radio Associations and Radio Whole- 
salers Association, was the spirit of optimism 
as to the future of the radio industry. Presi- 
dent Richmond of the R.M.A. made the state- 
ment that the radio industry is not suffering 
from too many radio sets produced, but 
rather from not enough buyers. While that 
statement is unquestionably true, we must 
consider that there are definite limits to the 
number of radios that the American public 
can absorb in a given year. There is still a 
vast potential market for radio receivers. It 
is safe to say that in the next five years, 
millions will be made and sold. The im- 
portant fundamental thing to determine, is 
the rate at which the public will absorb 
future production. 


Therefore, in order to prevent future over- 
production, the industry must determine the 
absorption rate per year. How can the manu- 
facturers find out just how rapidly the public 
are buying radios? The answer is: Close 
co-operation on the part of all wholesalers 
in furnishing statistics that will show the 
definite movement of radio sets to the con- 
sumer. The Radio Wholesalers Association 
accordingly has approved a plan whereby all 
of its members will contribute their individual 
statistics, monthly, of sales and inventories. 
In order to prevent possibility of a disclosure 
of the figures of any particular wholesaler, 
members will contribute their figures on a 
blank sheet without signature so that no one 
will be able to identify the report of any 





Seca ts Ren kine ee 1” Sa a ls 
: Ne ee o4.4" 
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adopted. 


member. Each month the executive offices 
of the R.W.A. will make up recapitulations 
of the reports received and these summaries 
will be supplied to the contributing members. 
Such | statistics, showing actual wholesale 
movement monthly, will indicate to manufac- 
turers whether the industry is on the up- 
swing or down-swing, whether inventories are 
increasing or decreasing and should be a 
valuable guide to manufacturers in planning 
their production schedules. 


The information thus gathered is also of 
tremendous value to wholesalers because it 
will assist in enabling any wholesaler to in- 
telligently budget his sales and purchases for 
the following quarter. It will futhermore 
place the wholesaler in the position of know- 
ing whether his sales effort is rewarding him 
with his just share of the business available. 


This statistical work on the part of the 
Radio Wholesalers Association will be a boon 
to the industry. Of course, we can only 
present conditions as they truly are to manu- 
facturers, assuming that manufacturers will 
have the good sense to plan with such in- 
formation in mind. But if the industry as a 
whole is going to prosper, if dumping and 
liquidation of surplus merchandise is to be 
eliminated in the future, the first thing that 
must be done before control of production 
is established, is to secure intelligent informa- 
tion as to the movement of merchandise in 
the market. It is hoped that every whole- 
saler member of the R.W.A. will do his part 
in contributing his own figures to the totals 
being collected. 
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Radio Wholesalers Association, Inc. 


Peter Sampson, Pres. 
Chicago 


J. Newcomb Blackman, Vice-Pres. 
New York 


Harold J. Wrape 
Hon. Chairman of Board, F.R.T.A. 
St. Louis 





Plenty of Amos 
(Continued from Page 7) 


board of directors of the Radio 
Manufacturers Association were 
invited as guests of the organiza- 
tion to sit at this luncheon meeting. 
Ray Bechtol, president of the Ohio 
Radio Trades Association, presided 
at the meeting and presented the 
Honorable John D. Marshall, 
Mayor of the City of Cleveland, 
who extended the official welcome 
to the attending delegates. Follow- 
ing the address of welcome by the 
Mayor, H. B. Richmond, president 
of the Radio Manufacturers Asso- 
ciation presented an address on the 
merchandise and radio prospects 
in 1930. William Hedges, presi- 
dent of the National Association of 
Broadcasters presented a very com- 
prehensive paper on broadcasting. 

Representatives of the Trade 
Press at the Annual Convention 
met to discuss ways and means as 
to just how they could be of 
greater assistance to the radio in- 
dustry, radio public and them- 
selves. 

This meeting was called by the 
executive office of the National 
Federation of Radio Associations 
with the purpose in mind of bring- 
ing all radio editors together as 
above outlined. 

The National Federation of Radio 
Associations passed resolutions: 
Extending a vote of thanks to the 
Ohio Radio Trade Association, 
the Mayor of Cleveland and the 
City of Cleveland for its reception 
and treatment; expressing to the 
family of John M. Redell its regret 
at his passing; recommending that 
congressmen be urged to give full 
authority to the Federal Radio 


Harry Alter, Treas. 
Chicago 


R. J. Mailhouse, Sec. 
New Haven 


RAodIoO 
W/HOLESALERS 
SSOCIATION 


Chicago 


On June 5, 1920 


Jack Redell Dies 


John M. (Happy Jack) 
Redell, vice-president of the 
National Federation of Radio 
Associations, passed away on 
January 27. And, in reporting 
his death, nothing could be 
added to the splendid resolu- 
tion passed by Federated to 
his family at its recent con- 
vention in Cleveland: 

“No officer or member of 
this association was a harder 
worker in building the As- 
sociation up to the place it 
now occupies in national af- 
fairs, no one gave more of 
his time and efforts to solv- 
ing the problems of organ- 
ization of the group and no 
one had the success of the 
Association more at_ heart 
than he. His advice and sug- 
gestions were always valued 
and he was never too busy 
to attend a meeting or work 
on a committee. 

“His fine character and 
charming personality made 
warm friends for him in the 
radio industry from coast to 
coast and we but express the 
sentiments of all who knew 
him when we say to you that 
‘We have lost a real friend 
and we want to extend to 
you our deepest sympathy.’ 
May his memory linger and 
be an inspiration to us all. 


Commission to assign wave chan- 
nels; complimenting the National 
Association of Broadcasters for its 
cooperation; thanking the R. M. A. 
for its help and assistance; pledg- 
ing itself to gather statistics to 
eliminate over-production; recom- 
mending that premature publicity 
on new developments be discour- 
aged; appointing a committee to 
work with the N. A. B., in the in- 
terest of better broadcasting, and 
advocating a National Radio Week 
each fall. 


Roy Thomas, Vice-Pres. 
Los Angeles 


Chas. Gomprecht, Vice-Pres. 
Philadelphia 


H. G. Erstrom 
Executive Sec.-Treas. 


Michael Ert, Pres. F.R.T.A. 
Milwaukee 


F. Connell, Vice-Pres. 
Indianapolis 


The Information on This and the Following Pages has been Prepared 
by H. G. Erstrom, Executive Secretary-Treasurer, by Authorization 
of the Board of Directors of the Radio Wholesalers Association 


Radio Channels of Distribu- 
tion 

In an effort to ascertain the 
policies of radio manufacturers as 
to channels of distribution: Job- 
ber-to-dealer; direct to dealer, or 
direct to other manufacturers—a 
survey has recently been com- 
pleted by THE JoBBER’s SALESMAN. 

This survey was directed to 200 
representative radio manufactur- 
ers, from 51 of whom specific 
information was received. 

Broadly, two policies are used, 
which are further broken down as 
shown by the following table. The 
table gives the percentage of the 
51 manufacturers following the 
subdivisions of the two broad poli- 
cies. 

No. 1. One Channel Policy: 

Selling through jobber-to- 

dealer only 

Selling direct-to-dealer 

only 7 

Selling direct-to-other- 

manufacturers only .. . 
No. 2. Combination Policies: 

Selling through jobber-to- 

dealer and direct-to- 


50% 


18 


Selling through jobber-to- 
dealer and direct to 
other manufacturers... 

Selling through jobber-to- 
dealer, direct-to-dealer 
an d_ direct-to-other 
manufacturers 

Selling direct-to-dealer 
and selling through 
other manufacturers... 0 


100% 

Where jobbers are employed it 

was sought to ascertain the kind 

of jobbers employed, with the fol- 
lowing results: 








March, 1930 


THE JOBBER’S|J)SALESMAN 





65 





FOR 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


(This message to retailers is appearing in all 
radio trade and business papers for March) 


DEFINITE REASONS 


YOu CAN 
MAKE BIGGER PROFITS 


Selling Majestic Exclusively 


Experience proved to automobile dealers that profits were greater when 
they handled only one line. Soon radio dealers must face the same 
facts. Start now and be first on the road to bigger, surer profit. Majestic 
offers 12 sound reasons for concentrating all your efforts on Majestic. 


Read Carefully — Think What Each of These Points Can Mean to You 


1 Selling Majestic exclusively, you represent only one man- 
ufacturer—the best known in radio. Famous among dealers 
for fair policies and fair profits. 


2 Majestic gives complete coverage of every fast-moving 
price class. If a prospect will buy any radio he will buy a 
Majestic. Six new beautiful models, two with new electric 
phonograph. All with the amazing Colotura Dynamic 
Speaker. $95 to $203.50 without tubes. Sold complete with 
Majestic tubes, from $116.50 to $225. 


3 Majestic Matched Tubes, guaranteed for 1000 hours, 
shipped with every new Majestic. Servicing is reduced and 
customer satisfaction assured. 


4 You are supported by the outstanding advertising cam- 
paign of the industry. Newspapers, magazines, broadcast- 
ing, billboards. Plus the endorsement of two million pleased 
customers. 


5 Majestic Sales School provides expert training without 
tuition to help you and your salesmen sell more—earn more. 






MIGHTY MONARCH OF THE AIR 


6 No dead models or orphans left on your hands. No 
forced sales of any kind. 


7 Only one advertising campaign to tie up to. 
8 Only one set of counter literature needed. 
9 Only one window campaign to install. 


10 Only one line to stock—with every model the fastest 
selling machine in its price class. 


q Only one distributor—working whole-heartedly with 
you for mutual profit. 


12 22222 An amazing new profit-leader to be an- 
nounced soon to exclusive Majestic dealers. 





Talk it over with your Majestic distributor. Learn what hundreds of ex- 
clusive Majestic dealers have already proved—that profits are greater when 
selling efforts are concentrated on Majestic. Get in touch with your Majestic 
distributor today. 


GRIGSBY-GRUNOW COMPANY, CHICAGO, U.S.A. 


World's Largest Manufacturers of Complete Radio Receivers 
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your dealers with tubes 


that save service calls 


Stags # o 
j yt 


Service men agree that the principal cause of service 
for radio sets is defective tubes. These calls cost 
money. When you recommend and sell De Forest 
Audions to your dealers you not only represent the 
greatest name in radio, “De Forest”” but you do your 
customers a real favor by supplying them with tubes 
that for 24 years have set the world’s standard. All 
other tubes are made under license agreements based 
on De Forest patents, but only De Forest Audions 
are made in the laboratories of the inventor of the 
original radio tube and under his direct supervision. 


Dealers require two things in radio tubes, pure, hum 
free tone quality and long life. The high vacuum of 
De Forest Audions insures both of these qualities. 
They are unquestionably the finest tubes you can 
sell. If your firm is not already familiar with the 
full details of our jobber proposition, write to our 
nearest branch office. 





Protect 











Jobbers of radio only 

Electrical jobbers 

Hardware jobbers 

Music jobbers 

Automotive jobbers 

Other miscellaneous t y pes 
of jobbers 


It is further of interest to note 
that those who distribute through 


| jobbers exclusively or in part, em- 
_ ploy an average of 156 jobbers 
each. 


Furthermore, to the question 


| “Do you employ a dealer fran- 


chise plan?” the answers were: 
Yes, 31.8%; No, 68.2%. 

It should be borne in mind in 
connection with the foregoing per- 
centages that they refer only to 
the number of manufacturers 
pursuing each given policy and not 
to volume of business. 

For instance, under “classifica- 
tion of jobbers” it is shown that 
26% employ electrical jobbers. 
This does not indicate that 26% of 
the total amount of radio business 
passing through jobber channels is 
done by electrical jobbers as a 
class. 

As a matter of fact, statistics 


| compiled by THE JoBBER’s SALEs- 


MAN for 1928 showed that an ex- 


| cess of $112,000,000 of business in 


radio sets and tubes, alone, was 


| done by electrical jobbers at their 
| sales prices, representing, conser- 
| vatively, at least $150,000,000 at 


consumer prices, which was con- 


| siderably more than 26% of the 
| 1928 radio business passing 
| through wholesale channels. The 
| electrical jobbers probably did 
| closer to 40% of business going 
_ through wholesale channels that 
| year. * ok + 


David M. Trilling Issues 


Latest Booklet 
The fourth of a series of book- 


| lets written by David M. Trilling, 


Trilling and Montague, Philadel- 


| phia, has recently been issued. 
| Two features of this latest book- 


ho Forwst-vuvions 


DE FOREST RADIO CO. PASSAIC, NEW JERSEY 


let are, “The Radio Dealer’s Fi- 
nancing Problems and Their So- 
lution,” and “Put More Plus Value 
in Your Business: Stop Profit 
Leaks.” These pieces contain dis- 
cussions and sales acts intended 
to help dealers and their sales 
forces to promote or combat the 
various problems that confront 
them. 
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NEED SELF-EVIDENT 


QUALITY TO SATISFY YOUR 
CLISTOMERS 


Today’s critical buyers want the facts before they buy. 
Show them, with these simple tests, that Arcturus Blue 
Tubes give exceptional service in every radio set... 





















Here are three tests that accu- 
rately measure the merit of 
any tube. 

You can easily make these 
tests, in a few minutes, in your 
own store. When you do, you 
definitely answer three ques- 
tions about tubes that your 
customers are asking: 


hum, no outside noise, to mar 
the smooth reception of any 
station. 


“How long do they last?” 


Show your customer, on the 
meter, that Arcturus Tubes 
withstand exceptional over- 
loads. This kind of stamina 
has given Arcturus the world’s 
record for long life. 

These three Arcturus tests 
convincingly prove Arcturus’ superior- 
ity. Thousands of Arcturus dealers and 
hundreds of thousands of Arcturus 
users know by actual comparison that 
Arcturus performance is 
unmatched by any other 
tube on the market today. 
If you have not checked 
Arcturus quality ask your 
jobber for a demonstra- 





7 “seconds by your cus- 
tomers’ watch! That's 
how fast programs come 
in when Arcturus 
Tubes are used. 


“How quick do they act?” 
Ask your cus- 
tomer to hold a watch 
on any set equipped 
with Arcturus Tubes. 
There’s the program in 
7 seconds. 


“How clear 


is the tone?” 


Let your customer listen 
to the clear, pure tone 





Clear, pure tone free 
from hum, 1s a certainty 
when sets are equipped 
with Arcturus Tubes. 


that is characteristic of 
Arcturus Blue Tubes. 
There’s no annoying 


tion. See why Arcturus is 
now the fastest growing 
tube in the radioindustry. 





Exceptional ability to 





withstand overload 
easily proved on your 
meter, explains the . n 


life of Arcturus Tub 


ARCTURUS 


Quick-Actin g 
RADIO TUBES 


Arcturus Trade Paper Ad No. 339 


ARCTURUS RADIO TUBE COMPANY 
NEWARK, N. J. 
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EATURED on the right is a combination volume control and power 
F switch now being offered by the Clarostat Mfg. Co., Inc., Brooklyn. 
This device comprises the standard wire-wound volume control Clarostat 
with an extension pin on the shaft to trip a toggle power switch, mounted 


at the rear of the assembly. 
curve is also illustrated. 


A volume control matched to any resistance 





HE Jefferson’ Electric Co., 

Chicago, has just perfected a 
new tube checker for A.C. tubes. 
Each tester is furnished with com- 
plete instructions including a scale 
which enables the user to determine 
whether the tube is good, fair or 
poor. The tester consists of six 
sockets, a milliameter, a push but- 
ton and the connection for testing 
screen grid tubes. 





Feet até type of “Durham” met- 
allized type MF-4 1/3 resistor 
has. been announced by the Inter- 
national Resistance Co., Philadel- 
phia. The resistor is manufac- 
tured in all ranges from 100 ohms 
to three megohms with wire leads 
two inches in length. The unit is 
particularly designed for use in 
connection with “Faders,” attenu- 
ation controls, and where a num- 
ber of resistors are required for 
controlling the volume output of 
amplifiers used in theatre installa- 
tions. 








Chicago, has added a Tudor 
period console to its line of cabi- 
nets. The new model is finished in 
a dull lacquer and is equipped with 
phonograph connections. Other 
features include a_ built-in aerial, 
kilocycle dial, power detector and 
an air-cooled transformer. 





A* EW receiver, employing an im- 
proved A. C. super-heterodyne 
circuit and enclosed in a console 


cabinet with an_ electro-dynamic 
loudspeaker has been announced 
by the Radio-Victor Corp. of 
America, New York. The cabinet 
of the “Radiola” 66 is of attractive 
two-tone walnut veneer, with 


WO new consoles for use with the new screen grid engineered 

Bosch radio receivers have been announced by the American Bosch 
Magneto Corporation, Springfield, Mass. The doors of the model “H” 
console, on the left, are of the sliding type and are laid in a four pfece 
center matched American butt walnut veneer. All heavy solid parts are 
of quartered red gumwood in dark finish. The model 16 console is of 
richly grained American walnut five ply veneer. The top panel and 
door arch are of a strip of Madrone burl. 


burled maple overlays. The loud- 
speaker opening and control panel 
are covered with cut velours. The 
pattern of the material has been 
worked out so that the controls 
appear to form a part of the de- 
sign. 
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Nitco LAMPS 


ARE RE-CHRISTENED 


with a great 
furnover name 


You may have missed the first news—or you 
may have missed its significance-——but Nilco 
Lamps are now Sylvania Lamps. 





These excellent lamps, with twenty-five years 
of Nilco reputation and development and consumer confi- 
dence, are in the future to have the added prestige of the 
Sylvania family name. 

Its significance is this: the millions who have listened for several 
years to the broadcast programs of the Sylvania Foresters are bus- 


iness friends—friends now for Sylvania Lamps as well as for Syl- 
vania Radio Tubes. 


All this is added to the established Nilco Popularity. 


Add the billboard and magazine and newspaper advertising of 
Sylvania, and of “the flashing S on a Green Oak Leaf” and you 
have suddenly, a new, swift-moving product to count on for 
volume. Count on it. 


NILCO LAMP WORKS, INC., Emporium, Pennsylvania 





used to be @ILCD @ILCD zz0w they j ve 


Sylvania,Lamps 


Licensed under General Electric Company’s Incandescent Lamp Patents 
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MULTI 


MULT 


Diffusing Reflectors 


Shadowless White Glass 
or Daylight Blue 





Glad to send new Bulletin 6A 








Multi Electrical Mfg. Co 


1840 W. Fourteenth St. Chicago 




















Do you Know— 
the NEON GLOW LAMP 


has dozens 
of uses? 


ECAUSE it has no fila- 

ment, this 4 watt lamp 
is sturdy beyond the ordi- 
nary. It is made to withstand 
severe shock and continuous 
vibration. Uses next to nothing in current, is a 
distinctive red color, and therefore mighty useful 
for indicators, pilot lights, annunciators and the 
like. Fits standard socket and runs directly from 
110 A.C. or 220 A. C. or D.C. lines. For prices 
and other data write: General Electric Vapor Lamp 
Co., 891 Adams St., Hoboken, N. J. 


GENERAL @ ELECTRIC 
VAPOR LAMP COMPANY 


(Formerly Cooper Hewitl Electric Company) 
428 © G. E. V. L. Co., 1980 

















Selective Selling Means 
Bigger Profit 
(Continued from Page 12) 
customers: Only 952 of them bought 
more than $2,250 worth of goods a 
year. A loss was the net result of 
selling to 2,753 customers—or prac- 
tically 75% of the total. Fortun- 
ately for this company the profitable 
25% of the customers bought in 
such large quantities that they ac- 
counted for 76% of the total volume 

of sales measured in dollars. 

“Although in the first instance 
cited the indicated cure was to elim- 
inate the small buyer, another cure 
was indicated in this latter case. 
A large percentage of his custom- 
ers had been scattering their pur- 
chases among several manufacturers. 
If they could be led to concentrate 
with one, most of them would buy 
enough to become profitable. 

“So here it seemed desirable to 
offer a sliding scale of discounts, 
depending upon annual purchases, 
thus making it worth while to be- 
come a profitable customer.” 

While both instances cited were 
case studies by manufacturers, the 
same condition exists, probably to a 
worse extent in the wholesale field, 
as reported on the editorial pages of 
the January issue of THE JOBBER’s 
SALESMAN. 

There is no question but that this 
subject is most serious, and it is 
hoped that the electrical wholesaling 


| industry will give some constructive 
| thought to it in 1930. 


Walter Pierce Heads Radio 
Trades Association 
Walter Pierce of Radio Shop, Ev- 
anston, IIl., was unanimously elected 
president of Midwest Radio Trades 
Association at a meeting of the 


| board of directors on February 9. 


Harry Alter of the Harry Alter 
Co., Chicago, has been president of 
the Association since last June. Mr. 
Harry Simmons was elected as sec- 
retary of the organization. 

, 2a 


Westinghouse Southwestern 


Representatives Tour East 
E. J. Schaubert, assistant sales 


| manager of the Westinghouse Electric 


Supply Co., Oklahoma City, Okla., 
made a tour of the east with a num- 


| ber of southwest representatives, go- 
| ing through several Westinghous« 
_ factories. 
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The Little 
Giant 
The Levolier Switch is a giant for Se 
Strength and endurance. It has 
twice the carrying capacity of any 
switch its size. It is the smallest 
six Ampere Full Switch made, yet 
easily takes the knockout smash of 
repeatedly switching 500 Watt Gas 
Filled Lamps. 

The Levolier Switch is made with 
stems of three different sizes, and 
with a plain lever without chain 


for brackets and appliances. It is 
also made for use in chain fixtures. 


Send for your copy of the 
McGill catalog, ‘‘Electrical 


Fixtures of Quality’’ 
Levolier 


| MCGILL 


coiceuits | MANUFACTURING CO. 
marmot | E/ectrical Specialties of Quality 
ESTABLISHED 1904 


VALPARAISO - INDIANA 

















Wire Lamp Guards 
Portable Lamp Guards 
Wall Guards 
Coloring Fluid 
Soldering Fluxes 
Lamp Changers 















Twi-Lite Clusters 
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MANUFACTURERS 
NEWS 


ucts, Literature, etc: 
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Cutler-Hammer Detroit 
Office Changes 
Location 

The Detroit district sales office of 
Cutler-Hammer, Inc., Milwaukee, 
is now located at 2755 East Grand 
Blvd. The new location includes 
warehouse facilities where stocks of 
Cutler-Hammer products will be car- 
ried for immediate delivery. 

* ok * 


Recent Appointments at 
Westinghouse 

The Westinghouse Electric & 
Manufacturing Co. announces the 
appointment of Charles MacL. Moss 
as manager of the engineering de- 
partment, South Bend Works. 
Previous to this appointment, Mr. 
Moss was assistant manager of the 
circuit breaker engineering depart- 
ment in East Pittsburgh. Another 
appointment announced by this com- 
pany is that of L. C. Bullington, 
formerly manager of the Detroit 
office, as general sales supervisor 
with headquarters at the East Pitts- 
burgh Works. 

* *« * 


Daniel Woodhead to Have 
Eastern Representative 

The Daniel Woodhead Co., 150 
North Jefferson St., Chicago, man- 
ufacturers of “Protex,” “Vaprotex,” 
and “Safeway” plugs, has appointed 
Lee Statzer district representative to 
cover Pennsylvania and West Vir- 
ginia with headquarters at Pitts- 
burgh. 

C. A. (Charley) Felker, sales pro- 
motion manager with this concern 
has recently returned from a visit 
among the company’s Oklahoma and 
Texas jobbers. Charley reports that 
business is very good in this territory. 

kK OS 


Trumbull Electric Opens 
Detroit Office 
The Trumbull Electric Mfg. Co., 
Plainville, Conn., has opened a De- 
troit office at 415 Brainard St. This 


office is combined with a former 
office of the A. G. Electric Mfg. Co., 
which was managed by David Laird 
who is now one of the engineers of 
the Trumbull Co. C. L. Baier, the 
local Trumbull representative, makes 
his headquarters at this new office 
which is a part of the Chicago dis- 
trict. 

The company’s San _ Francisco 
branch is moving its offices to 432 
Fourth St. This office has combined 
with that of the A. G. Electric Mfg. 
Co. which plant was purchased by 
the Trumbull Electric Mfg. Co. 
some months ago. 


ok * * 


Appleton Electric Appoints 
San Francisco Manager 

Albert W. Rockwell, who has been 
connected with the Appleton Electric 
Co., Chicago, for the past two years, 
has been made district manager of 
the company’s San Francisco office 
at 655 Minna St. 


* * x 


Stanley Tool Purchases Ajax 
Electric 

The Stanley Electric Tool Co., sub- 
sidiary of the Stanley Works, New 
Britain, Conn., announces the pur- 
chase of trade name, stocks on hand, 
tools, jigs, fixtures, and so forth, of 
the Ajax Electric Hammer Corp., 





New York, and will continue manu- 
facturing and development in its 
main plant in New Britain. In the 
future the name of this line will be 
changed to Stanley-Ajax. 


e's" 


Reflector & Illuminating 
Celebrates 

In commemoration of its tenth 
anniversary, the Reflector & Illumi- 
nating Co., Chicago, gave a banquet 
and reception at the Medinah Ath- 
letic Club on Thursday evening, Feb- 
ruary 6. 

James C. Herron, president of the 
company introduced the guests all 
of whom pointed out the rapid 
growth of the company under the 
leadership of Mr. Herron and his 
immediate associates. In _ recogni- 
tion of the esteem with which he is 
held by his employes Mr. Herron 
was presented with a silver placque. 

Miss Mae Hammond who has 
rounded out five years of service in 
the company was presented with a 
service star by her sister, Miss Rose 
Hammond, secretary of the company. 

After a splendid program of en- 
tertainment led by the “Sterling 
Porters” quartette, a group of “Spir- 
itual” singers, there was a dance 
and a bridge party. 

There were about 60 people in 
attendance. 


Reflector & Illuminating Co. Celebrates its Tenth Anniversary 





March, 1980 





THE JOBBER’SMA)SALESMAN 























B teow progress of civilization, as we of this 
generation know that progress, is at once 
marvelous and ruthless. It gives us with one 
hand the lavish—teally luxurious—advantages 
that are a part of twentieth century living, and 
with the other destroys and casts into oblivion 
landmarks that were alive with romance and 
history of earlier days and peoples. 

Fortunate, then, that the Lee Mansion, at 
Arlington, pictured above, has been saved to 
this and future generations—to bring back to the 
minds of its thousands of visitors something of 
the fine hospitality and brilliant social life of 











Forty No. OD11 
Flush Plates 


The above Bryant ‘Superior Wiring Devices’’ were used in this restoration installation 


Two No. 120 
Receptacles 


‘Preserved for 


Future Generations 
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those times when Robert E. Lee was its master. 
Fortunate, too, that the Lee Mansion has been 
given just that modern touch that electricity’s 
advantages could give it. For romantic as the 
candle and oil lamp of earlier days may seem to 
us, the instantaneous control of light by the 
mere touch of a button or switch is more in tune 
with our living. 

And it was fitting that Bryant devices should 
be chosen in the work of giving this modern 
touch to the old Lee Mansion. For Bryant is one 
of the pioneers in the development of devices 
for the control of electricity yet up to date in 
meeting modern needs. 
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Thirty-three No. 630 
Receptacles 


Forty 
No. 594 Plugs 





TRIC COMPANY 





















THE BRYANT ELEC 


eee 
BRIDGEPORT it | 
NEW YORK PHILADELPHIA 













CONNECTICUT, U.S.A. 
CHICAGO SAN FRANCISCO 


SUPERIOR 
WIRING DEVICES 


MANUFACTURERS OF “SUPERIOR WIRING DEVICES”SINCE 1888-MANUFACTURERS OF HEMCO PRODUCTS 
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Ross D. Cummings to Serve 
Clements’ Jobbers 

The Clements Mfg. Co., Chicago, 

manufacturers of Clements Electric 

vacuum cleaners, announce the ap- 

pointment of Ross D. Cummings as 




















Keeping Pace with 
Bigger Business 


Those who are busy haven’t time to 
waste on inferior equipment. Quality 
in the beginning is lasting, time-saving 
and business-building. 


Mohawk Rigid Conduit meets the 
exacting requirements of those con- 
tractors who distinguish themselves in 
outstanding work. 


Mohawk Rigid Conduit has the ap” 
proval of contractors; it is made heavy: 
impervious to acids; durable as the 
building. Tough enamel; smooth, 
glossy finish. Pipe bends so easily, you 
hardly realize it is steel. And, clean, 
even threads that make work a joy. 


Mohawk Conduit may be had in either 
Indian Black (enamel) or Indian 
White (galvanized). 





‘MOHAWK CONDUIT CO., inc. ce 
COHOES, NEW YORK 
BRANCH OFFICES: NEW YORK — CHICAGO — PHILADELPHIA — BOSTON| ®SS!stant sales manager in charge of 
INDIANAPOLIS — NORFOLK — MINNEAPOLIS — DENVER — SEATTLE| the jobber division. 
LOS ANGELES — SALT LAKE CITY — SAN FRANCISCO — PORTLAND, ORE.) = [for the past five years Mr. Cum- 
mings has been associated with THE 
JOBBER’S SALESMAN. For 15 years 
prior to that time he was with the 


100,000,000 Western Electric Supply Depart- 


aid ste a 7 ment (now the Graybar Electric 
Wiring Joints Made Co.) He is especially experienced 


Every Year! in merchandising electrical house- 

hold appliances. 

i ‘ ! 4 . . - 

| That . Volume! ; . i His connection of more than 15 
weve bee Pe ese ane preone years with the jobbing end of the 


into the MILLIONS to keep pace with E é 
the enormous demand for IDEAL electric vacuum cleaner business has 


UNIVERSAL WIRE CONNECT- given him a good understanding of 
ORS. . . So 
the jobbers’ trials and problems. 


They enable contractors to make a 
more money and manufacturers to 


lower costs! Floyd Masters Joins 


They’re demanded by Contractors; Fix- Majestic 
ture Manufacturers; Electric Appli- 
ance Manufacturers; hundreds of In- Herbert E. Young, general sales 


dustrials. Have no equal for Radio use. manager of the Grigsby-Grunow Co., 
ieee Chicago, announces the appointment 

m ire ripper ¥ E 

Volume sales. Electrical workers Ideal Universal of Floyd D. Masters as territory 


. buy on sight. Clamps, strips ; i i i j 

Bowlus Boring i iy a laa Wire Connector representative working with Harry 
Machine Screws on like Alter Co., in Chicago and northern 
Saves contractors a anut. Approved +s 
lot of money. Quick _ " by Underwriters Illinois. 


sale price. No climb- ~ ~— = ——S . r . 
ing up on ladders. No ai ; .o3 ee Mr. Masters, born in Kansas City, 


back - breakin toop- 2 ° ° ° 
— 2 =<, Fully patented. was at One time with the Jenkins 


Scnnaseeaaameme & an a Ee EXSR (ttt esssessee= | Music Co. of that city and later asso- 
f ciated with American Piano Co., cov- 
Ideal Commutator Dresser Co., : 2 i 

1047 Park Ave., S ering the middle west to the Pacific 


Sycamore, III. 

















Please send further information on [] Ideal Universal Wire Connectors [] Ideal Bowlus Coast for six years and was then 
Boring Machine [] Ideal E-Z Wire Stripper. . eee : 

located in Chicago for six years fur- 
thering Ampico interests. He is well 
known to dealers in his new territory. 
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Here’s An Opportunity to Szmplify 


Your Business with Electrical Dealers 














and Ventilating Contractors 


























Dive in 
es | 
— ) bw Gum 
— Arne Cree | 
ae Cure Cue 















































Saves Your Time... Increases YOUR Profits and Theirs 


ECAUSE everything is all planned out for the dealer And all the material is delivered free by American 
and everything is all scheduled for him the same Blower and placed right at the dealer’s finger tips to 


as you would sit down and schedule it yourself... make the job easy ... But that’s not all—there are a hun- 
When it’s time to conduct a direct mail campaign the dred and one other features to aid the dealer’s sales and 
dealer’s schedule sheet tells him what folder to send, profits and they are all brought out in the new American 


what class of prospects to send it ° Blower Blue Book. We'll gladly 
to, when to follow it with another merican Rlower send you a copy postpaid and 
VENTILATING; HEATING, AIR CONDITIONING, DRYING, MECHANICAL DRAFT 


folder, personal or telephone call. manuracrosaas GF aux Tous ov am Gili nanouwe equioment sncr vas without charge. Mail the coupon. 








Cc O U P O N 


AMERICAN BLOWER CORPORATION, 6000 Russell Street, Detroit, Mich. 
I am interested in simplifying my business with dealers. Please send me a copy of your Blue Book. 


Name 





Firm Name 
Street & Number 
City 
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SHERMAN © 
» Selden Lugs y 








Side and Center 
Formed Lugs 
Also 90° 
and 45° 
Angle 
Lugs 


From 
a” 
to 
Qa” 
One and 
Two Hole 


A Complete 
Standard Line 


Sherman Heavy Duty sol- 
dering lugs, distinctive, ef- 
ficient and a complete line 
in themselves are but a part 
of the famous Sherman line 
of connectors and electrical 
fittings. 


New Styles Constantly 
Added 


As competition becomes 
keener and as_ require- 
ments become stricter 
P new styles and 
products are introduced 
by Sherman. Always 
ahead of the rest ‘ 
Sherman offers the jobber 
the most modern and up- 
to-date line of connectors 
and fittings. Write today 
for more information on 
this complete line. 


Sold Thru Jobbers 


H. B. SHERMAN 
MFG. CO. 


BATTLE CREEK, MICH. 














New Enclosed Switch Test 
Requirements 

Under the new test specifications 
of Underwriters’ Laboratories, en- 
closed switches are now required to 
be tested on circuits for which they 
are designed—that is, d.c. or a.c. 

With the increased use of these 
switches on a. c. circuits, principally 
between 230 and 600 volts, it was 
found that switches tested on 250 
volts d. c. under the old outline 
would not perform acceptably on a. 
c. circuits of over 250 volts and less 
than 600 volts which was the next 
division. 

The standard overload test of fifty 
per cent excess current at rated volt- 
age is still applied. On d. c. circuits, 
a straight resistance load is used 
while on a. c. circuits a reactance 
load of 75-80 per cent power factor 
is used. 

All switches which formerly had 
a complimentary 500 a. c. voltage 
rating have been recalled and tested 
for use on 460 or 575 volt circuits, 
whichever the manufacturer desired. 
This retesting has in many instances 
resulted in major changes in switch 
design. 

Switches which comply with the 
75-80 per cent power factor test are 
considered suitable for general use 
but not for controlling motors. Mo- 
tor control switches are subject to a 
great deal more severe tests at con- 
siderably lower power factors and 
four times the current rating of the 
horse power rating of the switch on 
d. c. circuits and six times the cur- 
rent rating of a. c. horse power 
circuits. 


The Laboratories also report that | 


they have abandoned the classifica- 
tion of switches. Instead of listing 
classifications AA, A and B switches, 
all of these designs are now listed 
under the one heading of “Enclosed 
Switches.” 
* * * 

W. L. Urquhart Heads For- 
eign Trade Counsel & Service 

W. L. Urquhart, for many years 
engaged in the development of for- 
eign sales for several well-known in- 
ternational manufacturers, has or- 
ganized a “Foreign Trade Counsel 
& Service” unit to serve American 
manufacturers in the creation, main- 
tenance and development of foreign 
sales. The Urquhart Foreign Trade 
Counsel & Service is located at 11 
West 42nd St., New York. 








Every sale of a 


RELIANCE 
8-Day 
TIME 
SWITCH 


is an All-Profit 
sale 


Once sold, you 
can forget the 
RELIANCE, for 
to begin with, 
we take all the 
responsi 
bility for seeing 
to it that the 
switch delivers 
the service it is 
bought for. 
And in addition, 
you have the comfortable feeling that 
comes from having sold a piece of 
“right” merchandise. ALL RELIANCE 
Time Switches have the famous 


“NO SERVICE” 
MECHANISM 


With 15 new 
Improvements 


And the applications for signs, traf- 
fic lights, window lights, and many 
other uses are multiplying daily. Get 
set now, to sell the RELIANCE! 


RELIANCE 


AUTOMATIC LIGHTING CO. 
1907 MEAD STREET 
RACINE .*. WIS. 

Reliance Time Switch 

Service Co. 1717 Fol- 


som St., San Francis- 
co., Cal. 


Sales 

Rick & Selleg, 549 
W. Washington Blvd., 
Chicago. 


Sales and Service Service 

H. F. Stanley, 429 Diana Clock Works, 
Wayne St., etroit, 605 W. Washington 
Mich. St., Chicago, Ill. 
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QUALITY s PARAMOUNT! 








Economy Fuse & Mfg. Company 
CHICAGO, U.S. A. 
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Thomas J. Casey Joins Staff 
of Electrical Trade 


The Electrical Trade Publishing 
a ma es a Co., Chicago, announces the appoint- 


ment of Thomas J. Casey as western 


i I N E _ advertising manager of THE JOBBER’S 


‘*UNIVERSAL” 











Faries products have an un- 
usual appeal wherever shown. 
No. 3208H Modern and distinctive in de- 
sign, these lamps will meet 
every requirement encountered 
by electricians. All WERDE- 
LITE “Slip-on” shades are in- 
stantly interchangeable without 
the use of tools or set screws— 
a patented feature that makes 
them extremely popular with 
dealers. A lamp and shade for 
every need is shown in our 
catalog J-3. Write for it now. 


FARIES MFG. CO. 
DECATUR, ILL. 


Thomas J. Casey 


No. 3260 ; ’ ; 
SALESMAN, following the resignation 
of Ross D. Cummings. 

Mr. Casey was formerly with the 


| THE UNIVERSAL LINE | Hurley Machine Co., covering a pe- 
vvvvvvvvvvvvvvvyvy | riod of 12 years in various capacities, 


for the last five years having been 
vice-president in charge of sales. In 
1923 he left the Hurley Machine Co. 


kK OT Low and Medium to enter the manufacturing of laundry 


machinery and was in that business 


for a period of three years, the firm 
\ QO] , i A La ty I IN KS — name being Casey and_ Ringhoff. 
Later he organized the Triplex 
Washing Machine Corp., selling his 
Hemingray Glass Insulators have stood the interest in that company in the sum- 
test through many years’ use and are rec- ' 
ognized as standard equipment by your mer of 1929. 
contractors. Their high quality and record | a, . in . 
of service make them easiest for jobbers | Throughout his years of experi- 
and their salesmen to sell. . wi 
| ence, particularly with Hurley and 
HEMINGRAY GLASS COMPANY | the Triplex Co., he had an intimate 
INDIANA relationship with electrical jobbers 
| throughout the country and built up 
| a very wide acquaintance with them. 
| This will give him an uncommonly 
| good background for his work in ad- 
You are fully protected ee = . | vertising sales on THE JoBBER’S 


by a strict jobber policy. " S oa : 
Concentrate your 1930 SALESMAN. 

sales efforts on Heming- 

ray Glass Insulators .. . * * a 
Steady and profitable year 


"round repeat business for | | -<_—pee James H. Hughes Opens 
| IPF ffice 


| James H. Hughes has opened an 
office at 67 West 44th St., New York, 


| and will represent out-of-town man- 
H EK AY | I | ™& G RA y ufacturers of electrical goods. His 


wide acquaintance and knowledge of 


¢ LAS &, INSULATORS | the business in general are especially 


valuable assets to him in this field. 
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For 


Permanent 


SATISFACTION — 


swed wad PARANITE! 














HE new Western High School for Girls in 
Louisville, Kentucky, is one of the out- 
standing structures of its kind ir. the country. 
The architects and contractors have made 
certain—by the selection and use of the finest 
materials throughout—that the building will 
serve its purpose for years to come. 
Indicative of their care was the selection of 
PaRANITE Rubber Insulated Wire and Cables for 


all electrical wiring. For forty years, PARANITE 
has consistently maintained its reputation for 
highest quality—'‘better than code requires.” 
It can always be depended upon to give per- 
manent satisfaction on every job, large or 
small... J. Meyrick Colley was the archi- 
tect of the school, and The Theobald Jansen 
Electric Co., Louisville, were the electrical 
contractors. 


PARANITE 


“If It’s PARANITE It’s Right” 


RUBBER INSULATED WIRE and CABLES 


INDIANA RUBBER AND INSULATED WIRE CO. 


a JONESBORO, INDIANA 
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Sell 5 at once! 


The “five in a box” makes a 
good counter display for your 
customer. Selling five fuses 
at a time is as easy as sell- 
ing one. K-E Clear Window 
Fuse is instantly detected 
when blown. There’s profit 
in selling fuses. 


CRO 


You Know 


when they 
BLOW 


Automobile Fuses, Ground 
Clamps, Open Link Fuses, 
Plug Fuses and Cartridge 
Fuses, all made by the orig- 
inators of the K-E Plug Fuse 
in handy packages of five. 
Dealers everywhere follow the 
display leads we furnish. All 
products are sold through 
jobbers. Build extra profits 
for your customers and your- 
self. 


WRITE 
for complete catalog 


KIRKMAN 


Engineering Corp. 
1 Dominick St. New York 





Correlating Committee for 
Code Revisions 

In order to relieve the Electrical 
Committee, N. F. P. A., of details 
and make its meetings open where 
opinions can be expressed and prin- 
ciples discussed, it was decided at 
its annual meeting on February 19 
to set up a correlating committee 
of a chairman and ten members, the 
membership of which shall be 
elected by the main committee. 

A proposal that procedure be set 
up for trial installations of new 
methods not covered by the Code 
was referred to a committee. It 
was decided, however, that wher- 
ever the subject matter was not in 
controversy it could be sent to the 
Electrical Committee for mail bal- 
lot and upon approval it would 
become a part of the Code until the 
next annual meeting. Matter in 
controversy is to be submitted to 
the proper article committee. 

Victor H. Tousley, field engi- 
neer, was elected secretary of the 
Electrical Committee. 

The membership of the correlat- 
ing committee shall include one 
representative for each of the fol- 
lowing cooperating bodies: Stock 
fire insurance inspection bureau; 
mutual insurance organizations; 
light and power group, N. E.M.A., 
I. A. E. L, A. E. 1.; one member 
connected with a municipal, state or 





This isn’t Tom Mix and it isn’t a run- 
away from a merry-go-round, but Ed. 
Rigby, New England district manager 
for Wiremold, Columbia, Metal Box and 
Taplet, doing an early morning Paul 
Revere around the Newtons in the 
suburbs of Boston. Possibly Ed figures 
this is a good means of seeing more of 
his jobber friends per day. 











“It has a grip like its namesake” 











Biill Dai 


Split Knobs 
"Tuese are 


the safe, approved 
knobs for all types of 
residence wiring. They 
mean better jobs at no 
added cost. Bull Dog 
Split Knobs, together 
with Illinois Porcelain 
Tubes, Cleats and 
Solid Knobs form a 
complete line of stand- 
ard porcelain. 


Sold Through Wholesalers 


Illinois Electric Porcelain Co. 
Macomb, Illinois 
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NOW every home can have beautiful 
PICTURE LIGHTING at low cost. 


LUM-N-ART solves the problem. It 
fills a long felt need by making avail- 
able for the first time a light of cor- 
rect size, striking appearance, and 
guaranteed efficiency at surprisingly 
low cost. 


Even the most modest purse can now 
afford and enjoy the attractive charm 
and decorative beauty of illuminated 
pictures in the home. LUM-N-ART 
is small and inconspicuous—readily 
adaptable_to pictures of 

different sizes. 


» 
4. 
» 


« 





7 et te RO ee 
lg « 


7 


. * Beet di ha TI 


LUM-N-ART is easily mounted and Unit comes equipped with a 10 ft. 
has a wide range of adjustment. silk covered connecting cord and 
Regularly finished in rich Gold separable plug. Uses standard T-61,, 
Moderne. Special finishes supplied 25-watt, Intermediate Screw Base 
on request. Tubular Mazda Lamp. 


Reflector & Illuminating Company 


Manufacturers and Engineers 


1411 Jackson Boulevard 
CHICAGO, U. S. A. 


Representatives In All Principal Cities 
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Westbury 
Apartments 


Fifteenth and Spruce Streets, 
Philadelphia, Pa. 


1437 Spruce St. Corp. 
Owners 


Hahn and Baylinson 
Architects 


Charles F. Leopold 
Electrical Engineer 


Foundation Company 
General Contractors 


Robinson Electric Co. 
Electrical Contractors 


An up-to-date apartment house with 
up-to-date 


EBER t-~ BLE 
IRING L/JEVICES 


Henry D. Sears 


General Sales Agent 


80 Boylston St. 
Boston, Mass. 


me ewe 











Frelz-Moon 





FRETZ-MOON TUBE CO., Butler, Pa. 





It is easy to get the right 
conduit—just ask for and 


insist on FRETZ-MOON! 





RIGID 


CONDUIT 

















provincial office and three mem- 
bers-at-large. 

This committee is to meet annu- 
ally not later than February 1 and 
at the call of the chairman shall 
meet after the February meeting of 
the Electrical Committee to edit 
and give effect to the action of the 
latter. 

The correlating committee is to 
review article committee reports as 
to form and wording and as to 
ways and means of reconciling con- 
flicts and inconsistencies and is to 
furnish the Electrical Committee 
with such information as will facili- 
tate its annual February meeting. 

* * * 


E. L. Whiton Transferred 

to Cincinnati 

E. L. Whiton, Jr., who for the 
past four years has represented the 
Hart & Hegeman division of the Ar- 
row-Hart & Hegeman Electric Co., 
Hartford, Conn., in the northwest 
territory, with headquarters at Min- 
neapolis, has been transferred to the 
southern Ohio territory with head- 
quarters at Cincinnati. Mr. Whiton 
succeeds R. H. Gordon in the south- 
ern Ohio field, Mr. Gordon having 
resigned to go into business in Hart- 
ford, Conn. 

Howard T. Rogers, who for seven 
years was associated with Pass & 
Seymour, and who for the last two 
years has been a manufacturer’s 
agent in the northwestern territory, 
succeeds Mr. Whiton in the Minne- 
apolis field. 

The company’s southern field rep- 
resentative, J. A. Ingman, has taken 
over as a part of his territory, the 
states of Louisiana, Mississippi, and 
Alabama, effective the first of the 
year. Mr. Ingman has his head- 
quarters at Atlanta. 

. + * 


Charles Hutchinson 

Charles Hutchinson, president 
McGraw-Hill Co. of California 
and editorial director of Electrical 
West, died on February 12 at the 
age of 54. 

During the past four years Mr. 
Hutchinson also was chairman of 
the California Electrical Bureau 
and as such was very active in 
arranging the Red Seal set up 
whereby the California Electra- 
gists took over this work for the 
Bureau. Mr. Hutchinson was prob- 
ably the leading exponent of im- 
proved trade relations on the 
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NEW PROFIT MAKERS 


WITH A WAITING MARKET 
































BIDDY THE R&M 60 PORTABLE WALL FAN 
A double-duty kitchen conven- The first electric fan designed for A handy little fan specially designed 
ience. Extracts fruit juices, whips modern homes. Shapely. Attractive. for ventilating and cooling home 
cream, beats eggs, etc.—electrically. Decorative. Finished in rich bronze kitchens—a fan every woman wants. 
Stainless finish. Mounted on wall or sage green to harmonize with 8” blades. Fits in the “Biddy” 
bracket. $14.95 Retail 1930 furnishings. $14.00 Retail bracket. $7.50 Retail 


Here are three new up-to-the-minute R & M electrical appli- 
ances that will sell themselves. A// fulfill long-felt wants in 
modern housekeeping. A// combine utility, convenience and 
good looks at prices which speed sales. Al] are quiet, eff- 
cient and made to last for years—the R & M name guarantees 
that! A// pay you worth-while profits! 





Forceful advertising starting in The Saturday Evening Post 
next month will direct millions to buy these new R & M Prod- 
ucts at “good shops selling quality electrical appliances” — 
your store! Order now to insure prompt shipment—and don’t 
forget that you'll need a stock of those good R & M standard 
desk and oscillating fans. Catalogue on request. 





72 2a in «4 & Bea Ss... tHe. 
Springfield, O. Brantford, Ont. 


Robbins & Myers 


Fans and Motors 


HAND AND ELECTRIC HOISTS AND CRANES 
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PRESENT Users 
will buy more 


Many big industrial plants have been using 
Thompson Lamp-Servicing Hangers over a period 
of time. These customers are already sold, and 
from time to time 
are extending the 
use of the Hang- 
ers to other de- 
partments so that 
a lot of repeat 
order business 
should be devel- 
oped through a 
One meted J little active fol- 
of installation ‘ low-up work. 
showing Just remind 
Hos 25 Ape i them of the safety 
together with : features involved, 
— and and how the lamp 
ate a F acees- comes down to 

the ground for 
cleaning reflectors 
and replacing 
bulbs. 


— = —- 
i he at - plete sales helps 
— =— on this device. 





THOMPSON ELECTRIC CO., 1438 W. 9th St., Cleveland, Ohio 








For your health’s sake, spend your winter-time 

vacation—whether it’s a few days or a few 

weeks—at French Lick Springs! Play out in 

the open—tride horseback or hike through the 

glorious Cumberland foothills. Drink the 

sparkling natural waters of Pluto Springs. 
Take the tonic, rejuvenating mineral baths. Rest—relax— 
enjoy the comforts of a great hotel. Life seems richer, 
fuller at French Lick! Reasonable rates: $8 a day, without 
bath; $12 a day and up, with bath. 


Write or wire for reservations 
French Lick Springs Hotel Company 


French Lick, Indiana “Home of Pluto Water” 
T. D. Taggart, Pres. H. J. Faweett, Mgr. 


French Lick Springs Hotel 











There have been tales of strange hap- 
penings in Greenwich Village but this is 
the first report of a duck hunt in that 
locality. Apparently Thomas W. Kirk- 
man, president, Kirkman Engineering 
Corp., New York (right), and Herman 
M. Linter, sales manager, found the 
pickings good from the factory roof. 
Washington Market is close by and the 
ducks might have been “shot” there. 
Tom Kirkman claims he used scatter 
shot, but Herman says they look as if 
they’d been plugged with a French 75. 





Pacific Coast and as the respected 
confidant of all interests he was 
instrumental in bringing the sev- 
eral branches of the industry more 
closely together. 


a. 


G. E. Announces Colored 
Code Wires 


A complete line of colored code 
wires which permit positive identi- 
fication of all circuits and insure con- 
venience in testing, has been an- 
nounced by the merchandising de- 
partment of the General Electric Co., 
Bridgeport, Conn. Eight colors are 
furnished: black; red; green; white ; 
blue; yellow ; brown, and white with 
tracer. Ease and speed in installa- 
tion is insured by the smooth, clean 
finish of these wires. 

Through the use of colored wires 
in new buildings, alterations and ad- 
ditions to the wiring can be more 
readily made, as the necessity for 
tracing circuits and testing lines is 
entirely eliminated. 

These colored code wires are 
available in No. 14 solid single braid, 
in Code, Intermediate and 30% 
grades. 

6 


Wiremold Occupies New 
Building 
The Wiremold Co. is now occupy- 
ing the large new factory building 
recently completed in Hartford 
Conn., where its headquarters hav: 
been located for many years. 
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Trumbull Rotor Movement (r.™,) 1) 
SAFETY SWITCHES 


Two Position Motor Starting Switches 


are provided with an auxiliary rotor which short circuits the 
fuses while the handle is in the “start” position. Fuse pro- 
tection in the running position is assured as the handle auto- 
matically throws from “start” to “running” position when the 
hand is taken away. 

No matter how severe the motor starting conditions may 
be this switch permits overload protection for the motor. If 
the fuses happen to be blown and the switch is thrown to the 
“start” position, the auxiliary rotor is capable of breaking the 
full current. 


Combination Switches 


are available with either the Fuse or No-Fuse manually oper- 
ated “R.M.” switch in combination with a magnetic switch 
having either local or remote control. Both switches will 
break the stalled rotor current of the motors for which they 
are rated. As the cover is interlocked with the handle on the 
“R.M.” switch it is necessary to throw the switch “off” to 
open the cover and the switch cannot be thrown “on” until 
the cover has been closed. 





Accurate Overload Protection 


for the motor is obtained through the use of Thermal Cutouts 
in this type of switch with fuses providing short circuit pro- 
tection. This switch is suitable for all voltages to 600 volts 
inclusive with the Thermal Cutout capacity limited to 30 
amperes. 





No. 92361 T-.P. 


logue No. 14, pages 11-19 and 24-25 inclusive. Engineers and Contractors appreciate the real thing. 


The above types and combinations as well as many others in constant demand are listed in our Cata- 
Let them see these switches where the engineering features speak for themselves. 


SOLD THROUGH WHOLESALERS 





CHICAGO 
iid Liberty St. 2001WPershing Rd. 
A.G. ELECTRIC MFG. CO. DIVISION, BRANCH PANEL BOARD AND 
SWITCHBOARD. FACTORIES—LOS ANGELES AND SEATTLE 
BOSTON DETROIT PHILADELPHIA SAN FRANCISCO 


1002 Statler Bidg. 415 Brainard St. ATLANTA 432 Fourth St. 
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New Electrical Products, 


Illustrated 








WO new products introduced by Robbins & Myers, Inc., Springfield, 
Ohio, are the Model 60 alternating and direct current art fan and 


“Biddy,” a kitchen mixing device and fruit juice extractor. 


Light, strong, 


drawn steel construction is used throughout the fan, the base being pro- 


tected to prevent the marring of any surface. 
in dark statuary bronze or soft sage-green finish. 


This model may be obtained 
In the kitchen device, 


the juice reamer and bowl are made of aluminum and the stirring and 


beating device is nickel plated. Other parts are finished in lacquer. 





HE Kant Slip Plier and Tool 

Co., Chicago, has developed the 
Kant Slip plier which, it is 
claimed, combines the most pow- 
erful principles in mechanics, the 
cam, the fulcrum and the wedge. 
Pin strain is said to be eliminated 
since the pin on the plier is used 
solely to hold the two members 
together. The sliding action of 
both the cam and the fulcrum 
combine to wedge the work be- 
tween the jaws. Kant Slip is 
made of a special formula alloy 
chrome vanadium steel. 








Sr . 
RS | 


_ ; 
f BU 4 


s have ane with you.’ 


T HE Burgess Battery Co., Chi- 
cago, is introducing its new 
“Snaplite” flashlight. Brilliant col- 
ors and modernistic designs are the 
keynote of the new product. 
Five new designs are avail- 
able in the No. 2 and two designs 
in the No. 4, each in a different 
color combination. New counter 
displays have also been planned. 
The dealer package of No. 2 con- 
tains 20 flashlights or two displays 
of 10 each, one for the window and 
the other for the counter. Each dis- 
play consists of two each of the five 
designs. 


LLUSTRATED are three new 

additions to the line manufac- 
tured by the Hoosick Falls Radio & 
Electrical Parts Mig. Co., Inc., 
Hoosick Falls, N. Y. At the left is 
a rubber attachment plug cap. The 
plate is an inverted fibre cup to 
which the blades are securely riv- 
eted. The shell is soft molded rub- 
ber in an internal groove of which 
the fibre cup is firmly held. The 
second product, an extension cap, 
is molded from synthetic phenolic 
material. Another new number is 
the bakelite heater plug which is 
fitted with strong spring brass 
contacts, sturdy cord protecting 
coil spring and bushing. 





HE Proctor “Automatic Sig- 

nal” waffle iron recently placed 
on the market by Proctor & 
Schwartz Electric Co., Cleveland, 
is equipped with an adjustable 
thermostatic signal. A red light 
signals when the grids reach the 
proper temperature to pour batter 
and when the waffle is finished. 
The grid is so designed that each 
quarter grid holds exactly one 
tablespoon of batter to avoid un- 
necessary spillage. Its completely 
enclosed batter-proof hinge, it is 
claimed, makes it impossible for 
batter and grease to get in the 
hinge. A batter ring completely 
around the grid catches any over- 
flow. 








NEW wire guard to 

protect the glass disc 
of Benjamin dust tight 
covers against damage and 
breakage is now in pro- 
duction at the Benjamin 
Electric Mfg. Co., Des 
Plaines, Il. Combina- 
tions of the Benjamin 
dust tight cover and wire 
guard, when applied to 
Benjamin one-piece re- 
flector-socket units meet 
the requirements of the 
National Electrical Code 
for dust-hazardous loca- 
tions. 








INDUSTRY 
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When an electrical contractor 
uses“E.C.” Resale Price Service 
he prospers 





TART now getting your con- 
tractor-customers using the 
Resale Price Service in “ELEC- 
TRICAL CONTRACTING” .... 
Think of it—8,000 items priced up- 
to-the-minute each month. No de- 
layed and useless pawing over 
scores of catalogs .... When your 
contractors use the Resale Price 
Service regularly they make a 
profit on everything they sell.... 
Prosperous contractors have 
money, not alibis for jobber sales- 
men .... Send for sample today 
and see that your contractors use 
this necessary Resale Price Serv- 
ice. 








Electrical 
Contractin 


With Which Is Incorporated The —_ 


CHICAGO, ILLINOIS 
















520 NORTH MICHIGAN AVENUE 
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New Electrical Products, Illustrated 





WO types of switch cabinets to 

house its “Noark Quadbreak” 
switches are being offered by Colt’s 
Patent Fire Arms Mfg. Co., Hart- 
ford, Conn. The first type has the 
“Seco” or sealed cover. This is a 
solid, one piece cover which does not 
permit access to the fuses. The sec- 
ond (illustrated) is equipped with 
the “Acco” or accessible cover. The 
cover has an auxiliary cover per- 
mitting access to the fuses without 
opening the main cover. A sliding 
type of interlock on this auxiliary 
cover makes it impossible to get at 
the fuses unless the switch is “off” 
or to throw the switch “on” when 
the fuse cover is open. The move- 
ment of this slide is less than the 
width of the switch handle. 





KITCHEN clock has been added 
to the line of synchronous elec- 
tric clocks manufactured by the 
Hammond Clock Co., 4115 Ravens- 
wood Ave., Chicago. This clock will 
be put into distribution at an early 


Lae 


A UNIQUE flashlight, in size, 
weight and appearance a replica 
of a fountain pen, is the latest de- 
velopment of engineers of the Na- 
tional Carbon Co., Inc., New York. 
Made in green, ivory and nickel, the 
new light is difficult to distinguish 
from a fountain pen and is carried 
by means of a snap over the vest 
pocket. Refill batteries for the pen- 
light embody all the features that 


‘ are incorporated in the “Eveready” 


batteries for larger lights. The small 
size of the penlight makes it easy 
for women to carry it in their hand- 
bags. Despite its small size the con- 
struction of the penlight is rugged 
and durable. 





cy of the latest products de- 
veloped by the United States 
Electric Mfg. Corp., New York, is 
the “Usalite E-Z” pull plug featured 
at the left. This plug, it is claimed, 
provides a proper finger grip and 
does away with tugging and pulling. 
Another addition to the “Usalite” line 
is the three-way socket with pull 
chain. The socket is applicable for 
use on lamps, wall brackets or 
pendants and is threaded for shade 
holder. This unit, it is claimed, al- 
lows control of light with pull chain 
and provides two extra outlets with 
continuous current. All “Usalite” 
products are made of bakelite and 
are mottled in three colors. 














A= heater appliance plug 
which uses the air cooling prin- 
ciple to prevent excessive heating 
is announced by the Belden Mfg. 
Co., Chicago, Ill. It is made for 
use with electric irons, toasters, 
heaters and other appliances using 
universal plugs and is provided 
with air vents which radiate the 
heat before it reaches the switch 
or wire connections. In this way 
connections are kept at a low 
temperature, the wires are not 
overheated and burned off, and 
the switch spring is not damaged. 
This plug is constructed of black 
bakelite. 


A SHOW window reflector, speci- 
fically designed for use with 
150 watt lamps has recently been 
introduced by the Reflector and II- 
luminating Co., Chicago. 
reflector, is is claimed, furnishes the 
greatest possible efficiency for 150 
watt lamps. The unit is furnished 
in sterling stipple and finished in 
rich Indian brown. 


This new - 





“1 AK-O-GRILL,” a new electric 
appliance distributed by the 
National Enameling & Stamping 
Co., Inc., 11 Twelfth St., Milwaukee, 
is a complete oven in a drawer. 
The unit has two insulated surface 
plates over the oven drawer and a 
high speed insulated heating unit in 
the drawer. The “Bak-O-Grill” has 
a utility ample for six persons. 
Other advantages include an alu- 
minum drawer heated at the top, 
facility in cleaning and three rates 
of heat. This product can be 
connected to any wall outlet. 








N_ additional roller bearing is 

now being included in the chuck 
spindles of the % in. and % in. 
heavy duty drills manufactured by 
the United States Electrical Tool 
Co., Cincinnati. This is said to pro- 
vide for the double thrust which oc- 
curs in cylinder reconditioning work, 
and means longer drill life. There 
will be no increase in the cost of 
these drills, however. 
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Ce eee YT CLAC K! 
+++ Printing Wealth + + + 


Cawa|)1TH AWHIRR AND A CLATTER the pressroom 
3 Pita Si ‘ ‘ ; ; . 
cA iS } swings into action. The floor trembles, the lights quiver, the mov- 





j wiles) ing maze of steel throbs in the rhythm of its own ponderous dance. 
} 


vB) 
dss 


A business paper is in the making. Great presses draw in at one 


a ‘S 


material possessions are not the only wealth of a people. Knowledge is a form 


end white paper and at the other end pour forth + wealth. For 


of wealth + + knowledge of how to use men and materials and machines to 
create a wealth greater still. This knowledge + + which economists call fact- 
wealth, as distinct from material property + + is the wealth which begets wealth. 

In the creation of fact-wealth modern business papers play a dominant 
part. Back of the roaring pressrooms as they pile up fact-wealth in printed form 
are the news staffs, gathering information at the source, and the editorial staffs, 
checking and correlating that information. For the business paper’s knowledge 


must be correct + + its readers are experts; they are swift to detect error; they are 


prompt to appreciate fact. They follow both its read- ay 
NUNS 





ing and its advertising pages intently, for to them 
the business paper is a very real source of wealth. Ty31sSymsBoL identifies an 
As a creator of fact-wealth the modern 48? paper... It stands for 


weer sata’ honest, known, paid circulation; 
usiness paper serves society; it serves its 1n ustry or straightforward business methods 


trade; and it serves its individual readers. To this and editorial standards that in- 


sure reader interest . . . These 


service it owes the honest circulation and the reader 
are the factors that makea 


interest which make a good advertising medium. _ valuable advertising medium. 


Tue ASSOCIATED BUSINESS PAPERS, Inc. 
FIFTY-TWO VANDERBILT AVENUE: NEW YORK CITY 


+ + + + + 


Ties publication is a member of the Associated Business Papers, Inc. . . a cooperative, 
non-profit organization ‘of ‘leading publications in the industrial, professional and merchandising fields, 
mutually pledged to uphold the highest editorial, journalistic and advertising standards. 
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New Electrical Products, Illustrated 





NEW “Rectox” rectifier for 

charging batteries by means 
of copper oxide rectification is an- 
nounced by the Westinghouse 
Electric and Manufacturing Co., 
East Pittsburgh. This charger is 
said to present a simple means 
for charging storage batteries 
in all applications. To oper- 
ate, it is necessary only to plug 
into any available lamp socket, 
attach the D.C. leads to the bat- 
tery terminals and turn on the 
switch mounted on top of the 
charger. In automobiles the 
charger may be placed on the run- 
ning board, making the connec- 
tions with the battery left in place 
in the car. The rectifying unit 
consists of a long life, dry-type 
rectifier made from copper. 


N exerciser belt called “Body 

Gripper” has recently been put 
on the market by Sator and Mona- 
han, Chicago. A section of sponge 
rubber %-in. thick and three inches 
long is vulcanized to the center of 
the belt. It is said that the “Body 
Gripper” automatically adjusts itself 
to the contour of the body. The 
clinging surface of the rubber and 
the soft ends are two other features 
of this belt. 








HE General Electric Co., Sche- 

nectady, N. Y., has announced a 
new non-corrosive raceway for 
under-floor wiring in concrete floors, 
known as “G-E Fiberduct.” This 
product is composed of impregnated 
fiber. A feature of this new system 
is the cast iron, rust-resisting junc- 
tion box equipped with an adjust- 
able brass cover. A line of brass 
surface fittings permits outlets to 
be established when and where they 
are required. The duct is oval in 
shape and so designed that when 
concrete is poured over it an arch 
is formed. The wall thickness is 
3/16 in. and the cross sectional area 
is three sq. in. This system is 
adapted equally well for cinder fill 
or monolithic construction. 





ODEL 50 of the “Eskimo” line 

of fans has lately been devel- 
oped by the United Electrical Mfg. 
Co., Adrian, Mich. This model has 
12-in. aluminum blades and self- 
aligning bearings. The switch is 
mounted in a heavy cast base and 
is adjustable to any angle. The fan 
is finished complete in black enamel 
and operates on 110 volts A.C. 





HE Quadrangle Mfg. Co., 32 S. 

Peoria St., Chicago, manufac- 
turers of “Quad” lighting units has 
placed colored porcelain enameled 
lighting units on the market. The 
holders are made of 24-gauge Armco 
iron vitreous (porcelain) enameled, 
in pastel shades. The globe sup- 
porting device consists of a notched 
cam level acting against a phosphor 
bronze spring at opposite inside 
edge of fitter, and the keyless or pull 
sockets are porcelain with bakelite 
plug-in switch. The supporting 
means are entirely concealed, and no 
screws show on the outside of the 
holder. 








il 


oe 
ad 
“Stem manasevensssnescesnese?”” 


NEW non-renewable fuse plug 

has recently been put into 
production by the Pierce Fuse Co., 
Inc., Buffalo. The product has a 
clear window, thereby having posi- 
tive indication when the fuse is 
blown. It is claimed by the man- 
ufacturers that this fuse plug can 
be inserted with positive safety. 





NEW portable electric 





phonograph has _ re- 
cently been brought out by 
the Stevens Mfg. Corp., 
Newark. . The assembly is 
driven by the Stevens silent 
motor with step-down trans- 
former and rectifier, operat- 
ing directly from the usual 
A.C. lighting current. A 
phonograph sound box and 
arm delivers the music to a 
built-in-burtex or laminated 
cloth horn which utilizes the 
angle of the carrying case 
cover as a sound reflector. 
When the portable is used 
on a picnic where no A.C. 
current is available, a small 
switch disconnects the A.C. 
rectifier and substitutes the 
battery source. The port- 
able is enclosed in a black 
leather carrying case. 
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Where you can drink of 


Nature’s Greatest Health Waters 


Amid Surroundings of Unsurpassed 
Comfort and Elegance! 


Visitors to this finely appointed, luxurious hotel acclaim it 
one of the very finest resort hotels in America. Refurnished, 
redecorated and equipped with unsurpassed elegance, The 
Elms will appeal to the most fastidious or most critical guest. 





Here you can tone up your system, regain your health with 
our world famous mineral waters and baths and if you wish, 
enjoy all the pleasures of resort life, golfing, swimming, 
horse-back riding, boating, tennis, etc. For reservations or 
beautifully done book, fully illustrating the beauties of The 
Elms and Excelsior Springs, write, wire or phone F. F. Hagel, 
Managing Director. 


The Elms is only 28 miles from 
Kansas City, nestling amid sur- 
roundings of natural beauty, 
with paved highways leading 


in all directions. Te ot 5 
[Tres 
KEE [) Ce 1) Gees |) ES) — 
]=]SI = 


‘3 iVermenusermesll is 





One of the Worlds Most Tamous Mineral Springs Resorts 
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5 YAGERS 
@) SOLDERING 


SALTS 


And then say, 
“How many 
Yager’s—?” 


In Yager’s Soldering Salts and 
Paste you have one of those small 
but necessary items that help to 
build up every order—and which 
should always be mentioned. 

Safe, quick, and economical, they 
are well known and deservedly 
popular. 

Samples?—Price list?—Sure—just 
write. 


Alex R. Benson Co., Inc. 
Hudson, N. Y. 


30-— 











WHAT EVERY STORE- 
KEEPER SHOULD BE TOLD 
ABOUT STORE-LIGHTING 


=— And Why Every Jobber Sales- 
man Should Help to Do the Telling. 














MODERN 
STORE 
LIGHTING 
CAMPAIGN 


Every alert Jobbers’ salesman should 
have a copy of the current issue of the 
“WIREMOLD BUSINESS BUILD- 
ER,” featuring the store-lighting cam- 
paign. There is good business — and 
GOOD PROFITS —in helping the 
contractor develop this kind of business 
and you can do your bit, with profit 
to yourself, by knowing THE WIRE- 
MOLD PLAN and saying a good word 
for it. Send for your copy —IT’S 
FREE — and get the details. 


Hartford, Connecticut 





Triad Announces 1930 
Advertising Plans 


The Triad Manufacturing Co., 
Inc., Pawtucket, R. I., has announced 
its advertising plans for 1930. As 
in 1929, the appropriation will be 
handled by the Harry M. Frost Co., 
Boston. In actual figures, the money 
to be spent by the Triad Co. amounts 
to double that spent last year. Trade 
journals, newspaper and other medi- 
ums will be used in an even more 
extensive scale in carrying the Triad 


| message to the country at large. 


* * Xx 


Hoosick Falls to Have 
Chicago Agent 

The Midwest Distributing Co., 
Chicago, has been appointed agent in 
the Chicago territory for the Hoosick 
Falls Radio & Electrical Parts Mfg. 
Co., Inc., Haosick Falls, N. Y. 

i 


Wadsworth Electric Holds 
Good Fellowship Meeting 


The Wadsworth Electric Mfg. 
Co., Covington, Ky., sponsored a 
good fellowship meeting and buffet 
luncheon on February 7 to mark 
the second annual meeting of the 
Kentucky chapter of the western 
section of the International Associa- 
tion of Electrical Inspectors. L. G. 
Kuhlman, treasurer and _ general 
manager, served as chairman of the 


| proceedings. 





V. G. Fullman, president-of the Full- 
man Manufacturing Co., has been elect- 
ed president of the Westmoreland Coun- 
ty Electric League. “Vic”, as he is 
known, has had a wide experience as 
jobbing representative and manufacturer. 
Mr. Fullman recently coined the name 
oi “The Latrobe Amplifier” as the title 
of the Patrobe, Pa., review containing 
the news of the city’s chamber of com- 


| merce. 
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A Shop Light 
That Sells and Brings 
Repeat Orders 


There’s nothing to get out of or- 
der on these sturdy Glade Sho 
Lights. They are oil, gasoline an 

proof and have absolutely un- 
reakable sockets. 


JOBBERS—Glade Shop Lights are 
sold on the basis of a strict jobber 
olicy—priced right to give you a 
andsome margin of prose and to 
meet competition. List Glade Shop 
Lights in Be catalogs. Sheets, fold- 
ers and electros are ready for you. 
Send at once for attractive proposi- 
tion. Get the facts. 


Glade Manufacturing Co. 


1603 So. Michigan Ave. 
Chicago, U.S.A. 

















Subscribers 


Youcan’tafford to 
miss a single issue. 
Give us your new 
address if you 
have moved. 


aN) 


Be A Booster 


Tell your friends 
about 
The 
Jobber’s Salesman 
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R. B. Lacey has been made general 
sales manager of the Perryman Elec- 
tric Co., Inc., North Bergen, N. J. Bob 
has been western sales manager of the 
Perryman Co. for the past three years, 
having his headquarters at Chicago. 
In this position he initiated a _ sales 
policy for field operation which has 
proved so successful that it will be ex- 
tended under his direction throughout 
the country during the coming year. 


Standard Stove to Have Des 
Moines Distributor 
The Standard Electric Stove Co., 
Toledo, O., announces the appoint- 
ment of the Electric Supply Co., Des 
Moines, as its Central Iowa jobber. 
ee ae 
Square D Appoints Seattle 
Representative 
A. S. Fraser, Seattle, has been 
named representative in the Seattle 
district for the Square D Co., De- 
troit, succeeding R. D. Flatland. 
x * x 


Edison Lamp Works’ Public- 
ity Department To Be Sales 
Promotion Department 
E. E. Potter, general sales man- 
ager of the Edison Lamp Works of 
(General Electric Co., Harrison, N. J., 
in a sales bulletin recently issued to 
district officers, announced that in 
future the company’s department of 
publicity will be known as the sales 

promotion department. 

“For some time,” Mr. Potter said, 
“the publicity department has been 
lunctioning in the larger capacity of 
narketing research and sales devel- 
cpment, in addition to its regular 
work of attending to the advertising 
‘nd publicity of the company. It is 
| anned, through the development 
lighting markets and the creation 
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AB FLEXIBLE 
STEEL CONDUIT 
SHEATHED 

CABLE 


Along with the safety features and high quality of every Columbia 


Product comes Columbia’s cooperation with the Jobber and his Sales- 
men. This help and protection makes this line most profitable for you! 


COLUMBIA CABLE & ELECTRIC CO. 


LONG ISLAND CITY, N. Y. 











Popular with contractors because 
customers instantly like them— 
and their reasonable cost. 


5 colors, pastel shades in vitreous 
enamel: Nile Green, Orchid, Ivory, 
Turquoise Blue and White. 

3 styles: Keyless, Pull-socket, or Plug- 
in-Switch type. 

These attractive units give you an edge 
on competition. Feature them on 
your next trip. 


























Free Folder on Request 


Quadrangle Manufacturing Co. 
26 So. Peoria St., Chicago, Ill. 
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PATENTED 


Wire Connectors @ 


A perfect joint— 
Yes! — every time. 
S R K’s can be 
relied upon to 
make safe, 
strong and 
depend- 
able joinings 
with a 
minimum 
of effort. 


SRK’s 


are approved 

by Under- 

writers Labora- 

tories and Fac- 

tory Mutual Lab- 

tories. 1 size for 

combinations of No. 

14, No. 16, and No. 

18 solid or stranded, 

up to 4 No. 14 and 2 
No. 18 or equivalent. 


MILLIONS IN USE 


Jiffy Wire Connector Co. 
Hackensack, New Jersey 
General Sales Office: 


G. Denn Montgomery, Jr. 
458 Broadway New York City 
Phones Canal 7533-6186 


























of sales plans designed to enable 
central stations and retail agents to 
capitalize these markets, to extend 
further the scope and value of the 
department under the management 
of H. F. Barnes, assistant general 
sales manager in charge of advertis- 
ing and sales promotion. In view 
of this, it is felt that the title of 
sales promotion department will 
more fittingly describe the function 
of this department. 
* * 


Latest Trade Literature 


Tobe Deutschmann Corp.,* Can- 
ton, Mass.—James H. S. Moynahan, 


| consulting radio engineer for this 
| company has written an article on, 


“Man-made Static Problem Con- 
quered by Engineers,” which is be- 
ing distributed in the form of a 


| pamphlet. 


Black & Decker Mfg. Co., Tow- 


| son, Md.—This organization has re- | 
| cently put out a de luxe copy of its 
| 1930 catalog which may be used as a 


reference book by the trade. A 


| numerical price list is included in the 
| catalog which is printed in two colors. 








No. 392 


ORTABLE Plugging Boxes—for 

quickly connecting to a single out- 

let several temporary circuits for lights, 

motors and other electrical. devices; ca- 

50-amperes per circuit. One of 

Kliegl specialties Jobbers find profitable 
—other items include: 


Stage Pockets 
Wall Pockets 
Panel Pockets 
Plugging Boxes 
Footlights 
Borderlights 
Connectors 
Spotlights 
Floodlights 
Aisle Lights 
Music Stands 
Color Mediums 
Stage Cable 
Sundry Supplies 


Write for a copy of 
our Electrical Trade 
Catalog 


KLIEGL BROS 


Universat Evectric STAGE LIGHTING Co.,tnc. 


32! West 50th Street 
NEW YORK, N.Y. 





+ b+ 





Edgar S. Riedel, familiarly known as 
“Eddie” has been appointed to the posi- 


| tion of assistant sales manager in charge 
| of the 
| Grigsby-Grunow Co., 
| well known throughout the radio indus- 
| try, his sales experience dating back to 
| the pre-console days of 1926 when he 
| was vice-president 


tube division of the 


“Majestic” 
Chicago. Eddie is 


in charge of sales 
with the Reichmann Co. Later on he 
held the post of general sales manager 
of the Raytheon Mfg. Co., Cambridge, 
Mass. More recently he was_ vice- 
president in charge of sales with the 
Utah Radio Products Co., Chicago and 
Salt Lake City. 








Manufacturers 
Agents Wanted 


Aggressive 
Men Who Can Sell! 


We have an attractive 
Proposition 


Wire! 
ewe 


Utility Tool, Die & Stamping Co. 
Toledo, O. 











Subscribers 


Youcan’tafford to 
miss a single issue. 
Give us your new 
address if you 
have moved. 
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SOLDER 


= IN POCKETS SOLDER oe 





SIMPLE 


Soldering success in one 
operation—all you need is 
heat and Kester—the per- 
fect flux is right in the 
solder. Ideal for mechanics, 
farmers, electricians, home- 
handcraftsmen, housewives, 
boy-builders—every hard- 
ware customer. Boost your 
sales by stocking the com- 
plete nationally advertised 
line—Acid Core for general 
heavy duty, Rosin-Core for 
delicate electrical and simi- 
= beth anangy ty for 
so, ousehold use, Radio Solder 
BER, con for set building and repairs, 
Y¥ eS Paste-Core for the electrical 

worker accustomed to paste. 


From all jobbers 


KESTER SOLDER CO. 
4251 Wrightwood Ave. 
Chicago, Ill. 


Established 1899 
Formerly Chicago Solder Co. 


| EN D 
on on OD, Gr Or OB E> 


CY 1) 89) 9 


ACID-CORE ROSIN-CORE PASTE-CORE 
METAL MENDER RADIO SOLDER 








| facturing Co., East Pittsburgh.—A | 


Herwig Co., Inc., Chicago—Cata- | 
log No. 30, describing and illustrat- | 
ing cast iron and bronze exterior | 
lighting fixtures of its manufacture) 
is being circulated by this firm. 


Wagner Electric Corp. St.) 
Louis—Bulletin No. 166 on Wag- 
ner furnace fans, has just been) 
issued by the company. 


DeForest Radio Co., Passaic, 
N. J—A _ comprehensive catalog 
covering the line of De Forest trans- 
mitting and power rectifying audions 
has just been issued by this company. | 
Among the types cataloged are mer- 
cury vapor rectifiers, screen-grid 
transmitters and water-cooled tubes. 
The catalog is available to anyone on 
request. 


Cutler-Hammer, Inc., Milwaukee | 
—Practical Pointers on the Selec- 
tion of Motor Control,” is the title 
of a publication just issued by this 
concern. The booklet tells how to| 
choose control to suit the motor’s | 
load and how to select control for) 
direct current motors and also alter- | 
nating current motors. It will be of | 
special value to those whose prob- | 
lems call for information beyond the | 


| 
elementary knowledge of motors and | 


motor control. | 

The Roller-Smith Co. Ne “a 
York.—Two new bulletins have been | 
issued by this company. Bulletin No.} 
300 covers the various types of in-| 
struments for resistance measure- | 
ments and bulletin No. 210 contains | 
material on portable direct current 
ammeters, circuit testers, shunts, | 
multipliers and so forth. 


The Trumbull Electric Mfg. Co.,) 
Plainville, Conn.—Several new cata-| 
log pages containing the most re-| 
cent descriptions on the Trumbull) 
line of switches have been sent to| 
the trade. Some of the pages contain | 
an index by catalog number to! 
facilitate ordering. | 


| 
| 


Westinghouse Electric & Manu-| 
comprehensive booklet on “Engineer- | 
ing Achievements of 1929,” has been | 
released by this company. The) 


| separate developments are written | 
| 


up in article form with illustrations. 





cumtmnay LONGAN) riarars 


| ee 


Heavy Duty 


Transformer 


Where transformers of 
larger capacity and 
heavier duty are required 
it wili pay to use the 
Dongan Heavy Duty 
Transformer. 

For use with Annuncia- 
tors and alternating cur- 
rent transformer bells. 


Special Transformers for All 
Requirements 


Complete information on request. 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich. 


F TRANSFORMERS of MERIT for FIFTEEN VEARS ).’ 





























FLEXCO-LOK| 


Lamp Guards 
Inside 
Reflectors 























Protect the hand from chance contact 
with hot reflector shells. Made also in 
Portable styles with split handles. Valuable 
additions to a great line of lamp guards. 


Flexible Steel Lacing Company 
4698 Lexington St. Chicago, U.S.A. 


“\. 


FLEXCO) 
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Index to Advertisers 


FAST SELLERS 





A 


Adam Electric Co., Frank Kester Solder Co 


American Blower Corp 
American Circular Loom Co 
Anaconda Wire & Cable Co 
Appleton Electric Co 


Kirkman Engineering Corp 
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Arcturus Radio Tube Co........... 67 
Arrow Electric Division............ 47 
Associated Business Papers, Inc..... 


eG EIR AWind panic pe nev dca caus 
Metropolitan Device Corp 





Eskimo Fruit Juice Extractor 


There’s a big demand for this extractor 
in every home. Has many desirable fea- 
tures . . . cleans easily, body is chrome 
plated . . . will not rust or stain. This 
fast seller means increasing profits for 
you. List price $15.00. 


Eskimo Hair Dryers 


In big demand everywhere . . . thou- 
sands in use today. These hair dryers are 
made of exceptionally high quality with 
exclusive patented ESKIMO features that 
give them long lasting qualities. They’re 
easy to sell. List $6.00. West of Rockies 
$7.00. Write today for catalog and sales 


helps. 


UNITED 
ELECTRICAL MFG.CO. 
@ ADRIAN 


A, 6 men st 








B 


Belden Mfg. Co 
Benjamin Electric Mfg. Co 
Benson Co., Inc., Alex R 
Bryant Electric Co 


Beseutens Bite. CG. oc 5c bs. cede 33, 98 


Cc 


Central Tube Company 


Colt’s Patent Fire Arms Mfg. Co... 


Columbia Cable & Electric Co. 


Crescent Ins. Wire & Cable Co.... 


Cutler-Hammer, Inc 
D 


Day-Brite Reflector Co 
De Forest Radio Co 
Diehl Mfg. Co 

Dongan Electric Mfg. Co 


E 


Economy Fuse & Mfg. Co 
Elms Hotel 

Emerson Electric Mfg. Co 
Erie Malleable Iron Co 


Faries Mfg. Co 
Flexible Steel Lacing Co 


French Lick Springs Hotel Co...... 


Fretz-Moon Tube Co 


G 


General Electric Vapor Lamp Co.... 


Glade Mfg. Co 
Greenlee Tool Co 
Grigsby-Grunow Co 


H 
Hart & Hegeman Division 
Hemingray Glass Co 
Hubbell, Inc., Harvey 

I 


Ideal Commutator Dresser Co 
Illinois Electric Porcelain Co 


Indiana Rubber & Ins. Wire Co.... 
Ivanhoe Division of the Miller Co... 


J 


Jefferson Electric Co 
Jiffy Wire Connector Co 


Inside back cover 





Mid-West Metal Products Co....... 
Mohawk Conduit Co., Inc 
Multi Electrical Mfg. Co 


N 


National Carbon Co., Inc 
Inside front cover 
National Electric Products Corp.... 
Front cover 
National Enameling & Stamping Co., 
Inc. 
Nilco Lamp Works, Inc....... > sae 
Non-Metallic Sheathed Cable Li- 
censees 


Proctor & Schwartz Electric Co.... 


Q 
Quadrangle Mfg. Co 
R 


Reflector & Illuminating Co 
Reliance Automatic Lighting Co.... 
Robbins & Myers, Inc 

Rome Wire Co 


Sears, Henry D 

Sherman Mfg. Co., 
Standard Electric Stove Co 
Steel and Tubes, Inc 


» 5 


Thompson Electric Co 
Trico Fuse Mfg. Co 
Trumbull Electric Mfg. Co 


U 


United Electrical Mfg. Co. 
United States Elec. Mfg. Corp 
Utility Tool Die & Stamping Co.... 


Ww 


Wadsworth Electric Mfg. Co., Inc... 58 
Wagner Electric Corp.........20+- 20 
Wakefield Brass Co., F. W..Back cover 
Westinghouse Electric & Mfg. Co... 35 
Wiremold Co., The 


Woodhead Co., Daniel 
¥ 


Youngstown Sheet and Tube Co 
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Consider seriously 
the Selling of 


A) Panelboards ° 


You can make more sales and more friends with @ 
Panelboards than with staples. Your customer values, 
and needs, the panelboard knowledge and help that 
you can give him with just a little study. Work with 
one of our @ men to get the understanding of better 
panelboard selection and installation. He can show you 
the road to better business relationship with the con- 
tractors and industrial electricians you service and sell. 


The first step is a study of the @ Catalog No. 45. 
Your copy will be sent free upon request. Get in 
touch next with the nearest @ man and tell him you 
want to make more sales. You will be more valu- 
able to your house and to yourself from then on. 


5 santana 














The ® Jobbers’ Stock Carrying Plan is in opera- 
tion successfully in many territories. It makes 
prompt service to customers on steel boxes pos- 
sible and has other features to aid you in building 
a larger business, not alone in panelboards, but 
the wiring products that go with them. Ask your 
salesmanager to investigate this. It is well worth 
his time. 


Arank Adam 


ELECTRIC COMPANY Philadciphia, Pa 


ST. LOUIS 
DISTRICT OFFICES 


Detroit, Mich. Kansas City, Mo. 
Jacksonville, Fla. Los Angeles, Calif. 





Memphis, Tenn. 
Minneapolis, Minn. 


Pittsburgh, Pa. 


San Francisco, Calif. 
Seattle, Wash. 
Tulsa, Okla. 
New Orleans, La. Vancouver, B. C. 
New York, N. Y. Winnipeg, Man. 
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{ DAWGGONE IT! 
NOW I'VE GOT TO 
HUNT MY BUSS 


oS LIGHT AGAIN 
ys 











# MARKS SPoT FROM WHICH 
FATHERS BUSS LIGHT 1S 
REGULARLY PURLOINEO 





JANE! DID You YES DADDY! 


BUT SISTER 
TOOK IT FROM 














& MARKS SpoT WHERE BUSS 
LIGHT STOOD UNTIL BIG SIS 
OUTRANKED LITTLE JANE FOR | 








OUGHTA BE ASHAMED 
TO TAKE THE BUSS LIGHT 


S\ AWAY 


WELL, ! DION'T GET TO 
KEEP IT LONG-MOTHER 
BEGGED IT FROM 


I'M SURE HAVING 
A MERRY CHASE AFTER 
MY BUSS LIGHT — 


ME AND NOW 
1 CAN HAROLY 
SEE TO 
DRESS 


ar FROM YOUR 
LITTLE 
SISTER! 
7{ WHERE IS 
LIT? 


| HEAR YOU 
HAVE iT! 


N 


ie | 














_[ YOU MEAN | DID K 
HAVE IT - BUT JACK 


PUT UP SUCH A 
PITIFUL PLEA 1} 
LET HIM TAKE IT )), 



























































# MARKS SPOT WHERE Buss 
LIGHT REPOSED FOR A MOMENT— 
HELPING MOTHER FIND THINGS 
IN A DARK CLOSET 


WE MARKS THE SPOT WHERE LAMP 
WENT INTO ACTION FOR SIS — 
BUT ONLY TEMPORARILY 












































LEGGO ME! HAVEN T 
!TOLD YOU MY BUSS 
LIGHT IS TO STAY ON | 
MY BED! Pe 


























AW POP! 
| JUS’ GOTTA 
HAVE ITA 


WHILE 7 
LONGER 


Now! MAYBE 
THAT'LL HOLD IT- 
LOOKS LIKE THERES 
NOTHING TO. DO BUT BUY 
‘EM ALL BUSS LIGHTS! 


ae 


DEALERS CAN SELL BUSS LIGHTS THE YEAR 
ROUND — AND WHEN DEALERS SELL BUSS LIGHTS 
YOU CAN SELL THEM MORE —-AWO EVERBODYS HAPPY! 


BUSSMANN MFG. CO. ST. LOUIS 


DiviStON OF MCGRAW ELECTRIC CORP. 























































































































Equipped with the 
BELDEN UNBREAKABLE 
SOFT RUBBER PLUG 


**The Plug Unbreakable for Things Electrical *’ 


The Belden Electrical Accessory Line has been expanded 
to include finished electrical wire accessories in conven- 
ient cartons for every electrical need. 


These products are not ordinary accessories. Each of them 
is a leader in its field and presents outstanding merchan- 
dising possibilities for alert electrical jobbers and dealers. 


Three big sellers that should be on display in every 
dealer’s store are the well-known Belden Portable Outlet, 
the Belden Aircool Heater Cord Set, and the Belden 
Household Cordlite. 


Other important items in the line are the Belden Aircool 
Heater Appliance Plugs, Belden Extension Cord Sets, 
Belden Tuffer Replacement Cord, Belden Portable Exten- 
sion Cord, Belden Household Replacement Cord, and the 


Belden Table Call Bell. 


The Belden Soft Rubber Plug—«The Plug Unbreakable for Things Elec- 
trical” is a standard feature of Belden Accessories that use appliance plugs. 


You should know all about the profitable Belden line. Mail the Coupon 
for the facts. 








































































































Specialization pays. The Elec- 
trical Contractor who knows 
how to do one thing well makes 
money where the jack-of-all-jobs 
doesn’t. 


Wakefield urges you to help 
your Contractor-Customers to 
become Lighting Specialists. 


There is nothing so difficult 
about it. The Illuminating En- 
gineers have reduced spacing 
rules and mounting heights to 
simple _rules-of-thumb. Any 
graduate of the College of Com- 
mon Sense can apply these rules 
to any ordinary lighting job and 
know in advance that the results 
will be right. 


We would like to hear from 
Jobbers’ Salesmen who are in- 
terested in Lighting as a spe- 


cialty. 
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FOR THE 


LIGHTING SPECIALIST 


The more “fussy” the customer, the easier it is to secure lighting 
contracts with the Wakefield Semi-Indirect Unit. That may sound 
like an exaggeration, but it is true. The Wakefield Semi-Indirect, in 
less than two years has jumped to such popularity that it is now more 
than 50% in dollar value of our entire factory production. It is spe- 
cified by the most exacting Illuminating Engineers—it meets the ap- 
proval of the most particular Architects—but what “puts it over’ is 
the fact that it more than satisfies The Man Who Pays The Bills. 
New ornamental designs, both ceiling type and chain suspension up 
to the 1000-watt size, are described in a new bulletin just issued. 


WRI 


THE F. W. WAKEFI 


VERMILIO 


\ SALES TOOLS 





























